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ALL 
ALUMINUM : 
MIAMI ! : @ Constructed from 


extra heavy aluminum (63ST5) 


AWNING @ Weatherstripped 
@ Easy balanced operation 
WINDOW 


@ Never needs painting 
P - 


@ Made to any size to 6/2” wide— 


CY 
ee any height 


For information write, wire 

or phone Dept. SB-1 or see 

Sweet's Architectural Fi ile FIRST with special cross-shaft (patented) which actu- 
ates both sides of vents at the same time. This eliminates 
sticking, and allows free and easy operation. 


FIRST awning type window to qualify under the 
quality-approved label of the Aluminum Window 
Manufacturers Association of America. 





One of the FIRST to turn vast manufacturing and 
research facilities to the perfection and production of 
aluminum awning-type windows. This has effected 
large savings to buyers of Miami Awning Windows. 


FIRST by actual test— Pittsburgh Testing Laboratories Air Infil- 
tration Tests 0.069 C.F.M. per cu. ff. at 25 MPH without storm 
sash—storm sash may be specified. Here's positive proof that the 
all-aluminum Miami Awning Window is the tightest closing awning- 
type window made...truly the pacemaker of the industry. 


MIAMI WINDOW CORPORATION 200 wn. w. 37th Ave. Miami, Fla. 


Plant No. 2— 4610 N. W. 37th Ave., Miami, Fla. * Miami Window Corporation of Mississippi, Key Field, Meridian, Miss. 


Miami Window Corporation of Panama, Panama, Canal Zone 
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DESIGNERS CHOOSE FOR MODERN INTERIORS... 


-»-PANELING... 





THE NEWEST IN 
MODERN WALL TREATMENT 


Driftwood paneling today is the enthusiastic choice of designers 
of modern interiors. Its grains, its shades, its coloring, its 
pleasing surface irregularities rival nature’s finest handiwork. 
The room graced by the charm of Driftwood will always retain 
the joyful, friendly, freedom-loving spirit of nature as expressed 


in wood. 


MANY IDEAL USES 


RESTAURANTS 
COCKTAIL LOUNGES 
MOTELS 

LODGES 

COUNTRY CLUBS 
RANCH TYPE HOUSES 











eee 


Driftwood Paneling lends itself to almost any type of conven- 
tional finishing. In each case, the first coat of varnish is finishing 
varnish, rubbed. The second, a coat of flat or satin finish varnish 


Notice that illustration shows paneling to be random lengths. . used in conjunction with color, bleach or natural finish. 


DIXIE LUMBER CO. 
LUMBER and PLYWOOD DISTRIBUTORS 


We maintain large stocks of both lumber and plywood in many 
species of wood both from U.S.A. and abroad. Among the items 
available for immediate shipment are the following: 


LUMBER 
Tough Ash Cedar Closet Lining 


American Black Long Leaf Pine 
Walnut Hard Maple 


Birch Poplar 
Red and White Oak 
Oak Flooring and Stepping 
MAHOGANY LUMBER 


(British Honduras — African — Philippine) 
WESTERN LUMBER 


Ponderosa Pine Redwood Lumber and Siding 
Kiln-Dried Fir Western Red Cedar 
Knotty Pine Wall Paneling 
Driftwood and Ridgewood Paneling 


TIDEWATER RED CYPRESS 
Boat Stock Dressed Finish 
4/4 to 8/4 No. 1 Shop & Better 


TELEPHONE: Walnut 9500 


PLYWOOD 
Birch Mahogany ve 


Gum Oak ir 
Many Sizes and Thicknesses Available 
Boat Panels a Specialty 


PLYWEAVE 


Flush and Panel Doors 
YOUR INQUIRIES ARE SOLICITED BY MAIL, TELE- 


PHONE, OR TELEGRAM. WE CAN SHIP 
BY TRUCK OR BY RAIL 


DIXIE sz 
COMPANY, Inc. 


8201 FIG STREET, NEW ORLEANS 18, LA. 
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ms 
ENDERSOns 


TOM HENDERSON 


"Got snowbound every winter till! found out... 


EVERYTHING HINGES ON HACER /: 


© a 
C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
ne mane 
€ 
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THERE'S A 
UALCO WINDOW 
FOR 


EVERY OPENING 


Stig 


THE COMPLETE 
LINE 


HOPPER 
WINDOW 











CASEMENT 
WINDOW 





























TWINSUL 
PICTURE 
WINDOW 


ead 


BASEMENT 
WINDOW 





UTILITY 
WINDOW 




















JALOUSIE 
WINDOW 


See Our Catalog 
in Sweet’s 


When They Build or Remodel.. . 


SELL ’EM UALCO’S NEW VERSION OF 
AMERICA’S MOST POPULAR 


ret tere: 


U-AL-CO 


ALUMINUM 
DOUBLE HUNG 
WINDOW 




















WINDOW! 
































= 
N { 4 \w 
For years homeowners have named the 





double hung “first favorite” 
windows. 

Now Ualco introduces an improved 
double hung! Combines the old style’s 
most desirable features with all the ad- 
vantages of aluminum. 

Ualco’s Double Hung has “‘selling fea- 
tures” that help your sales crew! 

The integral fin completely surrounds 
window—is a part of the window itself! 
Show your customers who “do it them- 
selves’ how much easier and quicker 
they can install this new double hung. 
Just place in opening, square, and nail 
to stud. It’s a complete unit! 

Ualco’s Double Hung is completely 


in prime 



































weatherstripped with stainless steel 
and Koroseal. Built-in insulation makes 
it draft-free . . . dust-free! 

Frame rigidity for maximum strength 
and sereen slot, too, are built-in fea- 
tures 

What’s more, Ualco’s special finish- 
ing process produces a satin-smooth 
finish that NEEDS NO PAINTING... 
lasts forever! 


UNION ALUMINUM COMPANY, INC. @ SHEFFIELD, ALABAMA 


CRCCRHRCRCEET TERETE TET T SEHR ETE O RET HEE RHEE Hees 


i : UNION ALUMINUM CO., INC., 
& Gentiemen: 

Please rush technical data and prices. 
4 Name 
. 


: Address 


» 
» City.... a 
. 


$BS-2 


Sheffield, Alabama 


7 
. 
SCate.....cccccorecrree & 


. 
. 
CUPCRHRC RCRA T RSET TERRE RE PER ERE SEER TEESE EEE E RESET Eee 
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Coming in with 
a ROAR 


to make your sales 


SOAR! 


... the new 
Weldwood” Papel 


ne ay 


Priced For Business 
... And Profits! 


Surfwood is priced for any build- 
ing budget! Its picturesque, 
natural appearance...its ease 
of installation...freedom from 
maintenance...appeals to both 
the builder doing luxury install- 
ations and the man who wants 
something special but must 
have low cost materials. 


Its rustic air of informality will 
create a big demand for use in 
such diversified places as ranch 
and summer homes, Offices, 
country clubs, rumpus rooms, 
cocktail lounges. 

Ride in on SURFWOOD to great- 
ersalesand profits! Getin touch 
with your nearest Weldwood 
distributing unit today! 








Branches in Principal Cities 





5° WELDWOOD: Plywood 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION ew York 36,N. Y. 


and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Distributing Units in Chief Trading Areas 


lhis handsome. new paneling duplicates all the weathered 
surface details. color and charm of wood aged by long 
exposure to the sea. This effect even includes open and sound 
knot-holes ... which add greatly to the natural appearance 


of Surfwood. 


Here is a panel that will weather the sea of time... 
will alwavs stay beautiful... always remain a big 


hit with your customers. 


Surfwood is Weldwood Fir Plywood, bonded with the 
amazing new L-1R adhesive which not only resists 
moisture but also withstands mold. 


ow 


Surfwood is made in 48” x 96” size. 5/16” thick 


*T.M. Registered 
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12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilatin fans. Exclusive sales 
agent is the H. C. Biglin Company, 
Inc., 177 Harris Street, N.W., Atlanta 
3, Georgia. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 
cludes over 100 protographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, 
Tacoma Building, Tacoma 2, Wash. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 24-pages. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for attics, poultry houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, IIl. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and specifications of 


Thrif-T packaged millwork items for 
windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, coloni- 
al entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Threshclds. Twelve types of al- 
uminum thresholds available. Alu- 
minum weatherstrip or spring bronze 
to match. Asbestos siding trim avail- 
able in aluminum and zinc metal. 
Write for descriptive literature and 
prices. Southern Metal Products Cor- 
poration, 921 Rayner Street, Mem- 
phis, Tenn. 


44, Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs. The Ross Carrier Company, 
Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 


various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Company, 500 Fifth Ave., New 
York 18, N. Y. 


50. SSIRCO Building Products. I[l- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


54. Metal Awnings, Shutters, Acces- 
sories. Leigh ornamental shutters, 
awnings, door canopies, grilles, and 
ventilators are described in a color- 
ful new catalog, 52-L. Installation 
data and specifications are given. 
Also described are flower boxes, mail 
boxes, clothes chutes, package and 
milk receivers, garbage units, recess- 
ed show racks, and other accessories. 
Leigh Building Products Division, 
Air Control Products, Inc., Coopers- 
ville, Mich. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe, 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 
Clay Products Company, Milledge- 
ville, Ga. 


(Continued on page 9) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name___ 





Company 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


February, 1953 


Title___ 





pe 





City & State. 











Circle numbers below. Bulletins and catalogs 


will 


12 
32 
46 
64 
78 
100 


be mailed promptly. 





14 18 

36 40 

48 50 

66 68 

86 88 
102 106 
144 148 
156 
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“PEE-GEE SEALKOATT is the best 
product we have yet discovered 
for sealing hot spots 

in new plaster wa 














and SEALKOATT 
is a great primer-sealer, transparent or pigmented 


SEALKOATT HAS: 3. Superior brushing quality 
The best we’ve ever seen in any brushing sealer . . . and 


1. Terrific sealing power 
that covers a lot of brushing experience! 


Wait until you see how this new product seals over 
porous gypsum wallboard, spotted-up nail holes, and 
all kinds of dry wall construction! It took ten years to 
develop, but we’re sure you'll agree it’s way above 
anything you’ve used before. 


4. Nearly twice the hiding power 
. based upon an average of well-known sealers (in- 
cluding some previous Pee-Gee products)! 


2. Exceptional film holdout And just to add some good measure, new Pee-Gee Seal- 
koatt has better wet edge, drying power, alkali resistance 


A highly important improvement... due to the out- and resistance to top-coat solvents! 
standing self-sealing quality. This solid film-building : 

s : Your customers will thank you for 
feature results in perfect two-coat jobs, even where showing them the superiorities of 
deep-tone Flat finishes are used over Sealkoatt. Pee-Gee Sealkoatt. It’s great! 


PAINT & VARNISH COMPANY 
sas 223 N. 15th Street, Louisville, Kentucky 


Serving the South Since 1867 
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another 
NATIONAL LOCK 





the new Qhcta-Pak 


screw assortment no. 24 


for fast, profitable wood screw sales 
“PAK” has acetate slide cover 

Screws always. in full view 

Attractive, eye-appealing display \ \i* 


More customer convenience 


A Complete Wood Screw ALUMI-TRIM 


Department Using Only x Alaninum MOLDINGS 
/52xI2 Inches of Counter Space ee ~itccadaaaae 


Dake. XSSSES the job ALUMI-TRIM’s mated moldings 
tox every 2 introduce to Southern Industry a new 
and dependable source of distinctive 
decorative shapes and edges. Located 
in the heart of the South, overnight 
shipments from ALUMI-TRIM’s large 
stocks of cataloged items serve South- 
ern Industry in a matter of hours. 
ALUMI-TRIM is Protected from factory 
to installation from scratches, cuts and 
abrasions by the exclusive Plastalum 
finish. This “protective” finish gives 
long life to the lustrous beauty of the 
molding and prevents “rubbing off” 
black. Without obligation to you let 
us tell you what ALUMI-TRIM finished 
Aluminum extrusions can do for you— 
Fill out and mail the coupon below. 


3 Outstanding Finishes 


order from your jobber 
VIVALUME @ VELVALUME @ LUSTERLUME 


-»- open stock when desired 


Compact, Metal “‘Select-a-Pak’’ Dispenser 

This sturdy metal dispenser included with ALU MI -TRIM, INC. 
No. 24 screw assortment at no additional 

_ cost (you pay only for the merchandise) ae 


ALUMI-TRIM, inc. ROME, GEORGIA 


Gentlemen: Without obligation, please send me complete 
information on ALUMI-TRIM’s line of protected Aluminum 
extrusions, 


Everything ready for prompt delivery 


distinctive hardware... all from ] source 


NN NATIONAL LOCK COMPANY 


I iccancecceciiaaiapalasis |), ee seme 





Rockford, Illinois 


i... Merchant Sales Division ADDRESS__ 








—----—-------- 


CITY. ZONE___ STATE 








. 
| 
| 
J 
i 
i 
i 
l 





Our No. 50 Quarter-Round Steel 
Plaster Grounds (ror Doors AND WINDOWS) 


FACTORY 
LJ MITRED! 


PRECISION DIE-CUT 


for Accurate, Faster Installation 
—In Stock Lengths at No Extra Cost 
m AVAILABLE FOR IMMEDIATE SHIPMENT @ 


Ready-made mitres (right hand at one 
Can Also 
end, left hand at other end) 
Be Used For : ; 

available in our quarter-round 

PERFECT ‘ 
COPED JO! No. 50 short flange...in 1/2”, 3/4” 
NTS and 7/8” grounds —7’ and 
10’ lengths. Packed 1000’ per crate. 
(4 other styles available 
with standard square-cut ends. 


Send for literature). 


AT BUILDING MATERIAL 
DEALERS OR WRITE 


HERE’S HOW: 


] Snip off 2 Overlap . , 
portion of to form = ee 
back nailing a perfect Age * 
flange egrenees OE 
g cope wei iwee” ie 





2408 N. FARWELL AVE. 
MILWAUKEE 11, WIS. 





This Tama will build 
even igger demand for fence posts 


= #pressure-creosoted 


: with 
U-S°S Creosote Oil 


ARMERS will find just the information they’ve been 
looking for in this new guide. It describes in full 
detail approved methods of fence construction using 
pressure-creosoted wood posts as recommended by lead- 
ing agricultural authorities. 
And—most important to you—it recommends that 
wood fence posts should be pressure-creosoted for maxi- 
mum economy and not set in the ground untreated. 





This guide is another part of the big promotion pro- 
gram that United States Steel is conducting to help 
dealers sell more pressure-creosoted posts. Extensive 
advertising in leading farm magazines has been telling 
farmers about the savings that are possible when wood 
posts are pressure-creosoted with U-S’S Creosote Oil. 
And now, this new guide, ‘“‘Fences That Pay,” is being 
offered to farmers to assist them with their fencing. 


It will pay you to look over this guide. See how it 
can fit into your fence sales program. Just fill out and 
mail the card below to order your sample copy and to 
inquire about a pressure-creosoted post dealership. 


~ MAIL THIS CARD TODAY—NO STAMP NEEDED! 


United States Steel Corporation 
Room 2809-T, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


PLEASE SEND ME A SAMPLE OF YOUR NEW GUIDE, 

“FENCES THAT PAY.” 

() I’m presently handling pressure-creosoted fence posts. My 
supplier is____ ea eee sore 





[} I’m interested in handling pressure-creosoted fence posts. 
Please send me more information and put me in touch with 
pressure-treaters who produce this product. 


Name 
Address 
City 


State 








Don't pass up this opportunity 
to build volume and profits in 


PRESSURE-CREOSOTED 
FENCE POSTS 


Ee eens ok eit th 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R.) 

Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2809-T, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 





64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Company, Chatta- 
nooga Bank Building, Chattanooga 
2, Tenn. 


6S. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 
lite plastic-finished wall and ceiling 
panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. Marsh 
Wall Products, Inc., Dover, Ohio. 


68. Plywood Catalog. The new 43- 
page Weldwood plywood catalog con- 
tains descriptions, photographs, spe- 
cifications, and list prices of softwood 
and hardwood plywood, doors, plas- 
tics, and specialties. Ask for form 
1052. The United States Plywood 
Corporation, 55 West 44th Street, 
New York 18, N. Y. 


74. Aluminum Specialties. “Reynolds 
Aluminum-Mill Products” and 
“Reynolds Architectural Aluminum” 
are two new brochures that tell the 
advantages of aluminum products. 
Among building products covered 
are extruded aluminum door jambs, 
window frames, moldings, copings, 
thresholds, ceilings, railings, awn- 
ings, wall facings, ductwork, insula- 
tion, and sheet aluminum for various 
uses. The Reynolds Metals Co., 2500 
South Third Street, Louisville 1, Ky. 


76. Insect Screen. Retail prices of 
Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., 
Cortland, N. Y. 


78. Kwik-Seal Plastic Patching Com- 
pound for sealing cracks around 
bathtubs — filling nail holes and 
cracks in walls, window frames, etc. 
—adheres permanently to any sur- 
face. ot 6 ounce tube with suggest- 
ed retail price only 79c. Liberal prof- 
it margin. Comes in attractive three- 
color display carton: 6 tubes to a 
carton. Write for bulletin KS. The 
Armstrong Company, 4065 S. LaSalle 
Street, Chicago 9, Illinois. 


86. Wood Preservative. Descriptive 
literature tells the story of treating 
lumber against termites and decay 
with Penta-Preservative and Penta 
WR. Actual photographs compare 
treated and non-treated woods and 
show how preservatives reduce 
swelling and checking. The Chapman 
eee Company, Memphis 3, 
enn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Pennsyl- 
vania. 


96. GPX Plywood. New consumer 
folder introduces trade character 
who evitomizes the toughness and 
smoothness of GPX  plastic-faced 
plywood. Folder shows and describes 
construction. specifications, and four 
grades of this material. Thirteen 


popular uses are oo in three 
colors. Georgia-Pacific Plywood 
a ad 300 Park Ave., New York 


’ 


98. Ideal Bathroom Cabinets. Cata- 
log shows cabinets in 18 designs and 
a wide range of sizes, including 
chrome-plated, fluorescent - lighted 
models. It also shows clothes-chute 
doors and milk and package receiv- 
ers. The Ideal Cabinet Corporation, 
7722 Joy Road, Detroit 4, Michigan. 


100. Tension Screens. Four Color 
counter display sells the advantages 
of Keystone Aluminum Tension 
Screens, such as easier installation, 
lower cost, eye appeal and durability. 
Easy to follow installation sheets and 
consumer envelope stuffers and 
newspaper mat service are also 
available for distribution to retailers. 
Keystone Wire Cloth Company, 
South Ave., Hanover, Pa. 


102. Stanley Electric Tools Catalog. 
A new 96 page catalog by Stanley 
Electric Tools, Division of The Stan- 
ley works gives full descriptive in- 
formation on the complete Stanley 
line of portable electric tools for 
working in wood or metal. Included 
are such typical items as Stanley 
Safety Saws, electric planes, port- 
able routers, tool sharpening grind- 
ers, electric drills, and many others. 
Stanley Electric Tools, 300 Myrtle 
Street, New Britain, Conn. 


106. National Lockset. Catalog illus- 
trating and describing the complete 
Series “410” National Lockset line. 
Locksets are reproduced in full color. 
Installation instructions, cross-sec- 
tional drawings and available fin- 
ishes are included. Special cutaway 
drawing points up specific advan- 
tages and functions. The National 
Lock Company, Rockford, Illinois. 


118. Metal Siding Trims. Illustrated 
sales sheet and price list gives de- 
scriptions of rust-proof trims used 
for outside corners, inside corners, 
door and window trim, and drip cap 
for use over windows and doors. 
States dimensions, carton content, 
and dealer’s net cost per 1000 feet, 
and gives illustrations of siding trims 
in use. National Guard Products, 
Inc., 540 Jackson Avenue, Memphis, 
Tennessee. 


126. Asphalt Products. The Certain- 
teed Products Corp., 120 East Lan- 
caster Avenue, Ardmore, Pa., has 
issued a new 32-page, 4-color cata- 
log for its asphalt roofing and siding. 
It contains 90 pictures of Certain- 
teed’s color blends and solid shades. 


132. Completely Concealed Sash Bal- 
ance. A two color folder which gives 
details of design, construction and 
operation of Hidalift Sash Balance 
for double hung windows. Numerous 
illustrations explain the six easy 
steps for installation and the many 
exclusive features of this completely 
concealed sash balance. The Turner 
& Seymour Manufacturing Co., Tor- 
rington, Conn. 


144. “Porch Enclosures” — A new 
descriptive four page booklet show- 
ing the uses of Jalousies, features 
many vhotos of Jalousie installations 
that will spark ideas in the minds of 
home-owners who want to add more 
living space by enclosing their 
screened porches for year-round liv- 


ing. Before and after pictures vividly 
demonstrate the advantages of using 
Ludman Windo-Tite Jalousies for 
practical beauty plus year ‘round 
comfort. Ludman Corporation, Ja- 
lousie Div., P. O. Box 4541, Miami, 
Florida. 


148. Wood Preservatives. Illustrated 
literature, technical bulletins on ap- 
plication, newspaper advertising 
mats, counter display shipping car- 
tons and price lists are available on 
PENTAchlorophenol wood Breaches 
tives. Wood-Treating hemicals 
Company, 5137 Southwest Ave., St. 
Louis 10, Mo. 


150. Ponderosa Pine. 72-page book 
describes properties, uses and grades. 
Shows actual pictures of representa- 
tive pieces in each grade. Lists rec- 
ommended grades for various uses 
and standard manufactured sizes. 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


152. Louver Windows. Catalog sheets 
describe and show detailed sketches 
of Pro-Tect-U glass louver windows. 
It shows installation details in frame, 
brick veneer, and 8-inch masonry 
construction. The Pro-Tect-U Ja- 
lousie Corp., Coral Gables, Fla. 


154. Maso finishes in_ colors. 
Color card for mineral coating that 
stops water and beautifies all ma- 
sonry in a variety of colors and 
white. To-the-point color card gives 
coverage information for this water 
mix, easy to use, mason finish. 
American STA-DRI ompany, 
Brentwood, Maryland. 


156. Andersen Windowalls—20-page 
unit catalog No. 531 describes and 
details new Andersen Flexivent 
Window Unit as well as three other 
Andersen Wood Window Units. 
Sizes, installation information. An- 
derson Corporation, Bayport, Minn. 


158. Folding Stairway. Colorful bro- 
chure describes advantages of Pre- 
cision folding stairways. It includes 
installation data. The Precision Parts 
Corp., Nashville 7, Tenn. 


160. Corrugated Asbestos Cement 
Products. A new 82-page manual 
contains numerous drawings and 
photographs to show proper applica- 
tion of Careystone corrugated as- 
bestos-cement roofing and siding. It 
gives complete data and specifica- 
tions, and describes the Carey esti- 
mating service for dealers. The 
Philip Carey Manufacturing Co., 
Cincinnati 15, Ohio. 


162. Solid Interior Hardwood Panel- 
ing . . . An Illustrative Brochure 
showing characteristics and adapt- 
ability of beautiful tongue and 
groove hardwood paneling in Black 
Walnut, Wild Cherry, and Butternut 
... Chester B. Stem, Inc., Grant Line 
Road, New Albany, Indiana. 


164. Building Materials Catalog — 
A new 12-page catalog with color 
illustrations of typical roofing and 
siding products is now available 
upon request. The catalog contains 
general information and detailed 
specifications on Flintkote asphalt 
shingles, asbestos-cement products, 
insulat‘on products, insulat'ng siding 
and built-up and roll roofing ma- 
ter‘al. Write Flintxote Co., 30 Rocke- 
feller Plaza, New York 20, New York. 
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When They Want ‘Em 
Wide and Long — 


SELL &% 





When your customers want boards 12 to 
40 inches wide and 2 to 16 feet long, FLAJO 
BOARD iis first choice. It enables a man to 
turn out better work in less time with less 
effort. 


Made of kiln-dried, random width yellow 
pine, FLAJO BOARD is dielectrically edge- 
bonded with growth rings in natural opposi- 
tion. Warpage is held to a minimum. And the 
joints are stronger than the wood itself. 


Rip it, shape it, sand it to any desired form. 
Its one-way grain is an aid to better carpentry. 

FLAJO BOARD is available in thicknesses 
from 4/4 to 8/4, and is treated over-all 
against moisture and checking. 


Grades: S.P.I.B. “B&Ber,” “C,” and “D.” 
ORDER NOW the sizes that will fill your 
customers’ needs. Specify whether for interior 
or exterior use. 


FLACK-JONES LUMBER CO., INC. 


Ridgeville @ Moncks Corner 
South Carolina 


Sales Office: Moncks Corner, S. C. 


Nosed FLAJO 
BOARD stair Flajo Door Jamb 
ets are made from 


FLAJO BOARD in 


treads are avail 
able in any 
width from a full range of 
10% inches sizes — dadoed,. 
up. Any thick- ready for assembly 
ness up to B/4 — steel taped in 
Dressed to or 


pairs 











Write for a fre sam 


ple of FLAJO BOARD 







and you can see tor 


i 
rselt 
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A SSirco Salesman is a lot of things. He’s a build- 
ing materials specialist . .. a man who keeps up 
with the building materials and metal products 
market... one who knows consumer needs. But 
most important is his willingness—as a friend— 
to help you in any way that he can. 

Whether it’s information about products, the 
latest dope on market trends, or setting up effec- 
tive displays in your place of business, your 
SSirco Salesman is happy to give you the benefit 
of his knowledge. He wants to do everything in 
his power to help you do a better job in your 
business, because his success depends on yours. 

You'll find the traditional SSirco helpfulness 
whenever you write, ‘phone, or visit one of the 
16 SSirco warehouses located throughout the 
South. The folks there—like your SSirco Sales- 
man—are anxious to serve you. 

Your SSirco Salesman and the warehouse folks 
are mighty proud of the cordial quality of their 
contacts with building materials dealers all over 
the South. They are eager for new opportunities 
to lend a hand with product information and in 
giving you prompt delivery of the top-quality, 
nationally-advertised products that make up the 
well-rounded SSirco line — products that leave 
you a good margin of profit. 


its Neu Hah / 


IN FRIENDLY SERVICE 











PRIVAT, 


Tih Wha, 

















THESE FAMOUS PRODUCTS MAKE UP 
SSIRCO STOCK 


Reynolds Aluminum 
Building Products 


Follansbee Terne 


Carey Asphalt and 
Asbestos Products 


Certain-teed 
Asphalt Products 


EZ-Way Stairways 
Miami-Carey Cabinets 


Celotex Insulation 
Board Products 


Insulite Insulation 
Board Products 


Flintkote Products 


Nu-Wood Insulation 
Board Products 


Masonite Hardboards 
Upson Panels 


Asbestone Asbestos 
Products 


Durall Screens 
Georgia-Pacific Plywood 
Lo-"K” Cotton 
Insulation 
Columbia-Matic Screens 
Shakertown Cedar Shingles 
General Flush Doors 
Atlas Flush Doors 
Milcor Steel Products 
Vari-Pitch Louvers 
Hamlin Ventilators 
Anaconda Copper 


SSirco Steel Roofing 
and Building Products 


Barclay Plastic-Coated 
Paneling 

Superior Metal Trim 

leslie Louvers 

Alsynite Translucent Panels 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 
IRON ROOFING COMPANY 








**There’s no fire— the dealer forgot to recommend a genuine Heatilator Fireplace”’ 


TTI i ; 


ANUUUUULL AUUUUU 











You’ll make more sales if 


you sell the leader! 


WENTY-SIX years ago we started protecting the profits 
and position of our dealer friends on a new kind of fire- 
lace — the Heatilator* unit that always works and doesn’t 
P ) 
smoke. At the same time, we started advertising. 

Today, Heatilator is still holding the line with one of the most 
iron-clad dealer policies in the building industry. And national 
advertising has made Heatilator far and away the best known, 
most wanted name in fireplaces. 

These policies have paid off in sales, as you well know. More 
Heatilator units have been sold — by far —than all other fire- 
place units put together. 

Today more than ever, with advertising stepped up toa new 
high, with new plans and promotions to help you move units 
faster, it pays to sell the leader! 

You can make more money selling more Heatilators with less 
sales talk than any other fireplace unit ever built! 

Heatilator Inc., 682 E. Brighton Ave., Syracuse 5, N. Y. 


*Heatilator is the reg. trademark of Heatilator, Ine 





Smooth metol 
smoke dome 


Extro-wide 
Domper extends down-draft shelf 


full width of throat 
Warm air outlet 


Unobstructed ’ ee py Convenient 
throat opening ; Eas damper contro! 


One-piece firebox 


All heating surfaces ; 
of 3/16" steel Le : ' ie tetebe 
Heating chomber 
at sides and back of fire Intoke boflle 


 HEATILATOR FIREPLACE 


T™ MEG UV S PAT OFF 
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When winter comes, 
Spring Building 
is not far behind... 


—and there is an APMI type, size and grade 
of Quality Plywood for every building need 





/N\ BRANCH SALES WAREHOUSES: 

s one of the oldest and largest producers in the 4268 Utah St., St. Louis, Mo. 

: : 5 4814 Bengal St., Dallas, Texas 
industry, Associated makes a type, size and grade of quality 4003 Coyle St., Houston, Texas 
1026 Jay St., Charlotte, N. C. 

111 Welborn St., Greenville, S. C 
925 Toland St., San Francisco, Calif 
. P Eugene, Oregon 

ing and subflooring. Wiilfiavsinc: Olesen 


Douglas fir plywood for every building need: 


Interior-type: For walls, ceilings, cabinets, built-ins; for sheath- 


Exterior-type: For siding, outdoor signs, farm structures, boats SALES OFFICES: 
31 State Street, Boston, Mass 


of all sizes and shapes. 
595 E. Colorado St., Pasadena, Calif 








Sea Swirl (interior and exterior). A beautiful decorative ply- 





wood for remodeling and new construction. 
Vertical Grain (interior and exterior). 


Mahogany-faced Plywood (interior). J ASSOCIATE D 


Handy Panels (interior and exterior). 
Plyron (interior and exterior). Plywood core between hard- 

board surfaces. PLYWOOD MILLS, Inc. 
All APMI plywood is manufactured in the heart of the Douglas General Offices: Eugene, Oregon 


fir regi f£O 3 i demarked and trademarked; is avail- sie 4 
r region of Oregon; is grademarked and trademarked; is avai Plywood plants at Eugene and Willamiaa, Or. 


able through branch sales warehouses in major building centers, ; 
Lumber mill at Roseburg, Oregon 


sold by experienced plywood men. Your inquiries are invited. 
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HERE'S A SALES TIP— 


© ge label on a roll of U-S-S American Fence indicates 
the manufacturer’s guarantee that each roll is a 
quality product, “full gauge with medium hard line wires, 
accurate dimensions, full number of stay wires and full 
length rolls.” 


But the American Fence label is more than that. 


It is, in effect, a fence erection manual containing 26 
drawings and explanations on how to erect a strong, 
sturdy fence, and so get long years of service from every 
roll of U-S-S American Fence. This set of erection in- 
structions on the label is unique with American Fence— 
and they are the only set of directions on the labels of 
fence sold in the South. Tell your customer about them. 
They show how interested the manufacturer of U-S-S 
American Fence is in helping your customer get the long- 
est possible service from the fence he buys. 

The U-S-S Label on American Fence can win you 
friends and help you make sales. 





TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE + FAIRFIELD * HOUSTON + JACKSONVILLE + MEMPHIS + NEW ORLEANS + TULSA 


U°S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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Special Features This Month 


Outside Salesman Proves an Asset 

Let Customers Know Your Business Hours 
Four Ways to Get a New Warehouse 
How to Sell Wallpaper Profitably 

Why Wood Is Good for Home Interiors 
Remodeled Store Makes Shopping Easier 


Departmental News Sites 


News of the Month for the Industry 

Supply and Demand—Market Outlook 
Association Activities—Kentucky Convention 
Dealers in the News of the Month 

What's News in Hoo-Hoo Land 
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SOUTHERN 











Here’s the answer to your double-hung window 
problems! The new BURNS tension SCREEN’S quick, 
easy installation adds up to more profit for builders. 
No heavy, bulky wooden frames to cut, fit or paint 

. and home-buyers prefer them . . . homes with 
Burn'’s tension screens sell on sight! BURNS 
SCREENS stay new looking, they do not rust, stain 
or rot, never need repainting, never sag or warp. 


Call, write or wire today 
for information on how you 
can add this profitable seller 
to your stocks. 
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Leading tax authority 
analyzes the problem— 


Opportunities for 


Tax Reduction 


By JOHN W. HANES 


Chairman, Tax Foundation 


SOUTHERNERS can be proud that the recent indus- 
trial and economic growth of the South has out- 
stripped the rest of the nation. For the first time since 
the War Between the States, the South has begun to 
assume its rightful place in the national economy. 
The brilliant gains of recent years, however, can be 
wiped out unless there is a sharp reversal in the trend 
of Federal taxes and tax policies. 

High taxes are always painful to every sector of 
the economy, but they are especially damaging to 
new and growing business. It is significant that new 
industry in the South is increasing at a rate of 50 
per cent higher than that of the nation as a whole. 
Hence, the South even more than the rest of the 
nation has a direct stake in Federal taxes and tax 
policies that hamper business growth and activity. 

Moreover, restrictive tax policies have more than 
regional interest. Admittedly, the biggest problem to 
be faced by the new national administration headed 
by President Eisenhower is the Korean war and the 
general international situation. But it is likewise true 
that our national security depends on the productive 
strength that has won us victory in two World Wars. 
In other words, we must maintain the strong national 
economy which is essential to long-term victory over 
Russia in both the hot and cold wars. Sound fiscal 
policy in the Federal government will go a long way 
toward keeping our economy strong enough to meet 
all aggressive threats. 

Unfortunately, we do not at present have a sound 
Federal fiscal policy. Excessive expenditure is one 
Federal shortcoming, but I am concerned here pri- 
marily with taxes. Few people seem to realize that 
the present total tax burden is greater than at the 
peak of World War II. In fiscal 1944, the Federal 
government collected $44 billion. In fiscal 1953, reve- 
nues will reach an estimated $69 billion. 


16 


JOHN W. HANES, native of North Carolina, is one of 
the nation’s most noted finance executives and tax 
experts. He is currently a chief executive of United 
States Lines Co., Olin Industries, Inc., Ecusta Paper 
Corp., and a director of many other corporations. He 
was Under-Secretary of the Treasury during 1938-1940. 


Nor is the outlook less grim on an individual tax- 
payer basis. In just three years, between 1949 and 
1952, the tax liability of low-income taxpayers in- 
creased some 30 per cent. It is no wonder that a 
$3,500-a-year man today pays almost a third of his 
income in direct and hidden taxes. And in the top- 
income brackets, the tax collector takes as much as 
92 cents of every extra dollar earned. 

Similarly, corporations today find themselves pay- 
ing up to 82 cents of every dollar of profit to the 
Federal government. Between 1949 and 1952, the tax 
liability of a small corporation with a net income of 
$25,000 jumped 30 per cent—from $5,750 to $7,500— 
not including any possible excess profits tax. Similar- 
ly, a company with a net income of a million dollars 
had a 35-per-cent increase in tax liability, from $380,- 
000 to $514,500—again not including EPT. 

The so-called excess profits tax itself is perhaps the 
greatest single tax barrier to the kind of strong, ex- 
panding economy we need to face up to international 
aggression. In this connection, it is important to re- 
member that not only the United States but the whole 
free world depends largely on our productive strength. 

Business has been operating under the Excess 
Profits Tax Act of 1950 for nearly two years. Actual 
experience has underlined the validity of the strong 
arguments made against the tax when it was pro- 
posed. The major argument against EPT, borne out 
by many case histories, is that by severely penalizing 
small or growing companies the tax inevitably retards 
the expansion of the economy. 

I have already pointed out the particular applica- 
tion of such repression in the growing industrial 
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South. Let me give you one example, without identi- 
fying the company any more than by saying I can 
vouch for the accuracy of the example. 

Here was a company that was planning as early as 
October, 1948, to enter an entirely new manufacturing 
field. Its parent corporation was legally committed to 
enter the new field on November 4, 1949, while the 
legally-binding contract was assigned to the company 
on March 6, 1950. Because of the way the EPT law 
was written, any profits on the new operation would 
be taxed at a rate of 82 cents on every dollar. The 
supposed over-all tax limitation of 70 per cent on any 
corporation would provide no relief whatsoever. 

This places the Southern company in a position 
where it is virtually impossible for its new operation 
to survive, since its competitors were manufacturing 
the same product throughout the entire base period 
and therefore enjoy a normal excess-profits credit. 
Since the inequities of the excess profits tax are not 
limited to this company alone, what is happening to 
all the other Southern corporations which have been 
responsible for the tremendous industrial growth of 
the South? It is plain, indeed, that taxes and tax 
policies of the Federal government threaten the eco- 
nomic progress of the South. 

Here is another case to show how the excess profits 
tax throttles industrial improvement. An oil company 
made a study involving the installation in its refinery 
of two new processes which had been developed in 
its laboratories. The company found the total invest- 
ment would be about $15 million. On a tax-free basis, 
the investment would pay for itself in about two 
years. The investment would have been a risk worth 
taking if the invested money could be returned in 
two years. Unfortunately, the oil company was op- 
erating in the excess-profits bracket, which meant 
that 82 cents of every dollar of profit from the new 
investment would be taken in taxes. 

Instead of the proposed improvement paying for 
itself in two years it would require more than 11 
years. This factor made the risk too great because of 
the possibility that a better process within three or 
four years would make the proposed improvement 
obsolete. Instead of paying for itself, the investment 
would very likely result in a substantial loss. At best, 
it wasn’t worth taking the chance. 

Thus the excess profits tax not only handicaps in- 
dustrial expansion but also places a great barrier in 
the path of industrial research and development. As 
one research engineer put it, “a research and de- 
velopment organization must be a bunch of magicians 
to overcome so serious a handicap as imposed by our 
income-tax laws.” 

The arguments against the EPT are endless. The 
tax strangles productive effort by effecting a tax- 
orientation of management. Removal of the profit 
motive (as an incentive to cut production costs and 
avoid waste and extravagance) results in managerial 
decisions not wholly based on sound business con- 
sideration. In other words, a company is inclined to 
be less careful about what it does with 18-cent dollars 
(after EPT) than it would if it could keep a larger 
slice of the profit dollar. At the same time, this factor 
contributes to inflation by exerting an upward pres- 
sure on prices, stimulating competitive bidding for 
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In this article — No. 3 in a series on problems 

of business and government, written exclusively 

for the W. R. C. Smith publications — a recog- 

nized leading authority on Federal taxes and 

tax policies outlines the opportunities for tax 

reduction and more equitable distribution of the 
tax burden. 


UP TO FIVE REPRINTS of this article free. 
Larger quantities at cost—3 cents each. 


W. R. C. Smith Publishing Co. 
806 Peachtree St., N.E., Atlanta 5, Ga. 


scarce manpower and materials, and encouraging debt. 

Finally, from a purely mechanical standpoint, ex- 
perience demonstrates that EPT is difficult to ad- 
minister and does not provide adequate relief in 
inequitable cases. Besides increasing the accounting 
burden, controversy, litigation, and cost of com- 
pliance, EPT makes extensive research necessary in 
economics, business, and related subjects in order to 
settle tax liability. The complexity of the EPT keeps 
tax-writing committees of Congress busy making 
changes in the basic law. The Revenue Act of 1951 
alone made 23 technical and structural changes in 
the Excess Profits Tax Act without dimming the cries 
against EPT injustice. 

The result of such patching and amending is not 
one broad excess-profits tax law for the whole cor- 
porate economy, but a series of individual excess- 
profits tax provisions for specific industries. Every 
month that passes brings to light more and more EPT 
inequities. The eventual outcome can only be a law 
that is nothing but a hodge-podge of special pro- 
visions. 

Few people seem to realize that for the second 
successive year, business profits after taxes declined 
in 1952. In other words, while employment is at a 
peak, while individual incomes increase, while vir- 
tually every segment of the economy is increasingly 
prosperous, business and industry show declining 
profits. Here are the figures: 


ANNUAL RATE OF CORPORATE PROFITS 
(Billions) 
Before Tax After Tax 
1950 39.6 21.2 
1951 42.9 18.7 
1952 (Ist Half) 41.2 17.5 


When we consider that national security itself de- 


See TAX REDUCTION IDEAS page 70 








Your BEST ASSURANCE 


OF UNIFORMLY 


HIGH QUALITY MORTAR 


site 
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5,293 barrels of LonE STAR MASONRY CEMENT were used on 
$9.5-million, 10-story, 500-bed Veterans Administration Hospital, 
New Orleans, in laying up all brick, block and stone—typical of 
widespread use of this high-quality mortar in structures, large 
and small. 


VETERANS ADMINISTRATION HOSPITAL 


New Orleans 
Supervision 


U.S. CORPS OF ENGINEERS, NEW ORLEANS DISTRICT 


General Contractor 


ROBERT E. McKEE, Dallas, Texas 
Architects & Engineers: 
FAVROT, REED, MATHIS & BERGMAN, New Orleans 


FAULKNER, KINGSBURY & STENHOUSE; 
Washington, D. C. 


On Large Structures or Small, 


Lone Star Masonry Cement 


Assures Quality plus Economy 


@ Produced to exacting Lone Star Standards, under rigid 
laboratory control throughout the manufacturing process, 
LONE STAR MASONRY CEMENT greatly simplifies the 
problem of obtaining uniformly high quality mortar: 


One ready-to-use cementing material instead of two means greater uniformity 
from batch to batch; 


One less cementing material to handle . . . no lime or Portland 
cement to add. . . no soaking or slaking; 


Extra workability and plasticity due to exceptional water reten- 
tion... brick and block bed easier, minimum droppage, 
smoother work schedules; 


Soundness, low absorption, high water repellency .. . durable, 
weather-resistant performance. 


Write for this New Book 


Write for this new illustrated Masonry Book- 
let, full of timely, useful information. Address 
Lone Star Cement Corporation, 100 Park Ave., 
New York 17—or nearest office, listed below. 


LONE STAR CEMENT 


LOWE STAR CEMENTS COVER 
THE ENTIRE CONSTRUCTION FIELD 


CORPORATION 


Offices: ABILENE, TEX. » ALBANY, N.Y. + BETHLEHEM, PA. + BIRMINGHAM 
BOSTON + CHICAGO + DALLAS + HOUSTON + _ INDIANAPOLIS 
KANSAS CITY,MO. + NEWORLEANS + NEWYORK + NORFOLK 
PHILADELPHIA + RICHMOND oT. LOUIS + WASHINGTON, D.C. 
LONE STAR CEMENT, WITH ITS SUBS!DIARIES, 1S ONE OF THE WORLD'S LARGEST 
CEMENT PRODUCERS: iv MODERN MILLS, 125,600,000 SACKS ANNUAL CAPACITY 
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We're making more money with an 


OUTSIDE SALESMAN 


By WYLY FLINT, Owner 
Lakeland (Fla.) Lumber Company 


LIKE MOST OTHER material re- 
tailers, until a year ago we did not 
see the need for an outside sales- 
man of the cold-canvassing type. 
But business became so competi- 
tive in this citrus-growing and 
resort center of 35,000 last winter, 
we decided the best way we could 
get our share of the materials 
business was to fight for it in the 
prospect’s door. 

So we assigned one of our most 
capable salesmen to outside calls. 
He was to comb the city in a search 
for prospects to buy not only home 
improvements and repairs, like 
new steps or screens or a roof—but 
also home additions and moderniza- 
tions. The emphasis was to be on 
packaged selling of quality mate- 
rials properly installed . . . with 
monthly installment payment by 
those requiring it. 

We took this action because we 
saw more and more of the mate- 
rials business by-passing our store 
through the direct factory buying 
and installation by local and emi- 
grant applicators of basic materials 
and specialty products, such as 
jalousie windows. If we were to 
maintain our position, as a one-stop 
building service, we finally real- 
ized we had to provide just that 
with all it implies. Good materials 


properly chosen for the job 
with advice to self-installing home- 
owners .. . or with reliable 
arrangement of a mechanic to do 
the job for the customer or for us 
in handling the whole job... and 
with reasonable credit terms that 
would permit needy families to 
afford such home improvements 

Although the sales results of this 
salesman during the first year have 
not been startling, they have been 
satisfactory and continuance of our 
outside sales program is even more 
promising. In 12 months, this sales- 
man brought in sales orders total- 
ing $55,000, approximately 85% of 
which was on credit. 

The retail lumber business has 
changed drastically since I bought 
my first yard at the age of 20 in 
Meadville, Pennsylvania, 23 years 
ago. When I opened the Lakeland 
Lumber Company in this Florida 
resort in 1946, I naturally adopted 
many of the latest improvements 
in materials display, yard arrange- 
ment, accounting, and advertising 
But it has been necessary to keep 
improving the buying, storing, sell- 
ing, and delivering of materials 
since then to get a profitable share 
of the business here in competition 
with several other well-established 
building material dealers and espe- 
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JOHN CRISWELL, out- 
side salesman for Lake- 
land Lumber, admits that 
prospects for 128 jalousie 
windows in one moderni- 
zation job are few and 
far between, and that’s 
why he planned his sales 
approach and handled it 
so successfully. At top. 
he explains to prospect 
the merits of jalousie 
windows over screened 
porches with canvas awn- 
ings. Handsome trans- 
formation of 16-unit 
Wilsonia apartments on 
Lake Morton Drive is 
seen at left and above. 





cially all the applicators and spe- 
cialty salesmen who are here today 
and gone tomorrow! 

Better trained personnel is an 
absolute requisite to retailing suc- 
cess in a buyers’ market—which 
we entered with most materials 
last winter, and which we are 
about to be in “whole hog” when 
certain metal goods return to nor- 
mal supply. 

All our salespeople are encour- 
aged to dig hard for more practical 
information on the merits and uses 
of specific building materials and 
equipment. Three of our men have 
attended the 30-day courses in ma- 
terials merchandising at Georgia 
Tech in Atlanta. Others have at- 
tended brief courses on estimating 
and selling, sponsored locally by 
the Florida Lumber and Millwork 
Association. 

We assigned John Warren Cris- 
well as outside salesman a year 
ago because he had made the most 
of his education and experience as 
a productive inside salesman and 
building counselor. Since we were 
eager to capture our share of the 
booming market for louver win- 
dows, we sent John to a training 
school for salesmen held by the 
Clearview Louver Window Cor- 
poration at their Fort Lauderdale 
factory. 

After three years of study at 
Asbury College in Kentucky, John 
married into the lumber business 
during the war. After 27 months’ 
military service, he joined his 
wife’s father in the operation of 
two retail yards in the Muncie, 
Ind., area. The desire to complete 
his education and to be nearer his 
Macon, Ga., homeland moved Cris- 
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TO CLOSE SALES FASTER and, therefore, have time to make more 
calls and sales, Lakeland Lumber’s John Criswell carries a jalousie 
demonstrator (and other items he sells) right to the prospective job 
site. There he demonstrates to the customer the operation of the 
louvered window and points out its valuable features. A callback by 
him to confer with husband and his wife got him the order for 
making another “living” room of the screened porch by enclosing it 
with louvered windows. 


well and his family to Florida 
Southern College at Lakeland in 
1949. 

To make ends meet, he got part- 
time work with us at the Lakeland 
Lumber Company. Upon getting 
his college diploma in June ’50 he 
became a full-time employee. By 
the first of 1952 he was just ripe 
to take on the challenging job of 
outside selling. 

In his first prosperous year, John 
has principally sold jalousie win- 


Fe one ee ae 


dows and doors, which have almost 
become standard for new construc- 
tion and improvements for porches, 
sun rooms, and front entrances in 
this section. His total sales last 
year, percentage-wise, included 
lumber, 15%; millwork, 5%; 
paints, 3%; hardware, 3%; plaster 
items, 25%; roofing, 5%; composi- 
tion wallboards, 6%; other sidings, 
5%; specialty products such as 
jalousie windows and doors and 
awnings, 33%. 

How does our outside salesman 
go about his job? First, he follows 
up telephone and personal requests 
for information on the specifica- 


See OUTSIDE SALESMAN page 60 


IN THE rapidly growing 
Lakeland trading area, Dealer 
Wyly Flint has found trans- 
cribed radio shows to be the 
most economical and profitable 
form of advertising. But you 
must advertise and promote 
your radio shows to make them 
most effective, he points out. 
At left he admires posters at 
his sales counter which play 
up the newscast and two trans- 
cribed Hollywood shows he 
airs on two Lakeland radio 
stations each Saturday night. 
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@ PLANK ROAD 
3 [LUMBER CO WC. 
QBUIEDING MATERIALS 


WHEN LUMBER yards and 
stores are set back from street 
—or are located on heavy traf- 
fic arteries — they need bright 
neon signs to attract business 
in competition with such signs 
of other business firms. Signs 
above and below let motorists 
in Baton Rouge know where to 
buy materials. 


PATRONS of Privat Brothers, 
Inc., in Rayne, La., are not left 
guessing when they will find 
this “department store of build- 
ing supplies” open. Its business 
hours are posted on a sign 
across the front door in a slot- 
ted rack that permits reversal 
of the boards, as pointed out 
by Roland Privat in photo at 
right. The schedule ordinarily 
faces toward the street, but the 
top strip is turned to read ap- 
propriately: “OPEN — COME 
IN” or “CLOSED.” “PRIVAT 
SAYS THANKS” signs atop 
front and back doors, warm up 
patrons for future purchases. 


Let ‘em know your 
BUSINESS HOURS 


NEXT IN IMPORTANCE to hav- 
ing regular hours during which 
your store or lumber yard is open, 
is notification to customers and the 
public as to what are your “busi- 
ness hours.” 

Customers appreciate the post- 


ing of such schedules on signs like 
those below, wisely exhibited on 
Louisiana material plants. When a 
patron arrives too early or late, he 
appreciates finding out at what 
time he can do business with a 
dealer. 








MADE OF reflective metal street letters and numerals from stock, the 
above sign is mounted on the wooden gate to the lumber yard of the 
Plank Road Lumber Company in Baton Rouge, La. Business hours 
also are posted on the store door. Neon sign at left flags customers. 
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IN ATLANTA, GA., when the 
East Side Lumber Company 
needed a new, larger lumber 
shed, the Robinson brothers 
checked costs and construction 
time of all accepted types. 
Their decision was to buy and 
have erected the 96x24-foot 
Quonset building seen below. 
Total cost — less than $5,000! 


* 
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IN NASHVILLE, TENN., the A. J. 
Smith Company, retailers of lumber 
and building supplies, designed and 
erected the open-sided warehouse at 
top and the open shed above. Both 
have concrete-block walls on prop- 
erty lines, steel columns or studs, 
and built-up roofs. Both are easily 
accessible to railroad cars on side 
track and to delivery trucks. 


these! 


IMPROVEMENTS in both designs 
and materials since Pearl Harbor 
have considerably changed the ap- 
pearance and use of sheds and 
warehouses for lumber and other 
materials. Evidence are the four 
examples presented on these two 
pages. 

Because of the greater fire 
hazard and ultimate cost, few 
warehouses or sheds are built now 
entirely of wood. More likely they 
have walls of concrete _ blocks, 
some or all steel framing, sheet- 
metal siding and roof, with open 
sides or truck doorways, and con- 
crete pillars or floor. 

Pre-fabricated metal buildings 
are growing in popularity for ma- 
terial sheds because of their ease 
of erection and ultimate economy. 
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ta Uorth Carolina 


-- at Lumberton 


DURING AND AFTER World War II, when construction 

was restricted because of labor and certain material 

shortages, the Scarborough Building Supply Company 

at Lumberton, N. C., nevertheless needed additional 

warehouse space. Careful investigation by W. F. Scar- 

borough, owner and now president of the Carolina Lum- 

ber and Building Supply Association, convinced him that 

the happiest solution was to build metal structures, with J “ 

pre-fabricated steel trusses and metal siding and roofing 1aD RET i 

—like that shown above. que’ < eee” 
Altogether, Scarborough has bought three of these ie ARCHITEC 

50x80-foot buildings! The roof trusses, made of welded i @ 

steel pipe, leave the building clear of columns. This 

permits use of fork-lift truck for high stacking and 

storage, as seen at right. Scarborough, standing behind 

truck, learned from truck salesman that he could cut 

storage costs by stacking 20 bundles of asphalt shingles 

and like items on pallets — and slipping them into the 

wood-framed racks (comprising 4-foot cubical spaces) 

with lift truck! 


BY BUILDING this 85x130-foot warehouse and 
adjoining shed, the Highland Park Lumber Com- 
pany in Chattanooga, Tenn., literally killed two 
birds with one stone! Of concrete-block walls, 
sheet-metal gables and roof, and wood framing, the 
warehouse holds 12 carloads of lumber. The shed 
holds four carloads of asphalt roofing and asbestos 
siding. Owner Ted B. Davis, at right, watches yard- 
man post polite sign that made customers stop 
going through lumber to “select best grades.” 
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How to sell 
wallpaper 


profitably 


A FRESH, closely-watched stock 
of wallpaper draws customers to 
the Fielder Dillingham Lumber 
Company in Abilene, Texas, during 
periods of slow sales tempo in 
lumber and other building supplies. 
This wallpaper department’s an- 
nual sales volume runs between 
$10,000 and $12,000, according to 
John Fielder. 

Fielder maintains that to have a 
successful wallpaper department, 
personnel must have product and 
market knowledge equalling that 
of wallpaper “specialists.” His firm 
doesn’t keep any one lot of wall- 
paper for more than eight months. 
One reason is that after becoming 
that old, the cheaper grades of 
paper are difficult to hang. Also, 
paper is more salable in all price 
groups if not kept more than a 
year. 

If a customer buys one pattern 
and comes back for more within 
six months and finds the same 
groups, he concludes there is not 
enough range of choice. Solids are 
not so difficult to handle with age. 

“If part of the stock does not 
move out,” Fielder explained, “we 
put it on sale and push it out, pre- 
ferring to have a fresh stock at all 


times. Beginning in 1953, anyone 
dealing in wallpaper will find it 
necessary to move out aging stocks, 
because leading factories have 
adopted a policy of continuing any 
group of paper for one year only.” 

A complete stock at the Fielder- 
Dillingham yard brackets the en- 
tire price range, from 15 cents a 
roll to $15 a roll, including the 
floor-to-ceiling strip murals. But 
regardless of price, age slows up 
the sale of any wallpaper. 

Fielder-Dillingham uses several 
types of promotion — newspaper 
advertising, radio spots and pro- 
grams, and circulars distributed to 
mail-box holders. In newspaper 
and circular promotion, manufac- 
turers’ material is used on the 50- 
per-cent cooperative basis. Pre- 
pared circulars are distributed four 
times a year. 

But it is through radio that the 
wallpaper department gets its big- 
gest promotional push, with 50 per 
cent of this dealer’s time devoted 


to that merchandise. There is a 15- 
minute program every Sunday 
morning and a 7:30 spot every 
night. 

Fielder points out that some 
manufacturers produce both paint 
and wallpaper in matching colors 
and shades. He believes that paper 
sales will be stimulated by other 
new factory policies. 

“The factories made a tremen- 
dous effort to get the home-owner 
sold on the idea of easy, self- 
application of paint,” he comment- 
ed. “Now the factories apparently 
are determined to make it as popu- 
lar for the home-owner to put up 
his own paper.” 

Fielder emphasized that ‘“al- 
though wallpaper is an excellent 
medium for drawing traffic it is 
also merchandise that will sell 
when there apparently is no de- 
mand for lumber and_ building 
supplies. It is an excellent stock to 


See WALLPAPER SALES page 62 


THE HANDY counter- 
table seen above is an- 
other attraction in the 
Fielder-Dillingham Lum- 
ber Company’s wallpaper 
department. Customers 
enjoy “mentally redeco- 
rating” rooms here, with 
the aid of idea books and 
paper samples. In the 
photo, John Fielder and 
Mrs. J. S. Sewell discuss 
wallpaper patterns. The 
modern store front of this 
Texas firm is seen at left. 
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Why wood's good 
for Inside Uses 


PART 3 


SELLING 
LUMBER 


for Houses 


By George M. Hansen 


” > 
é 


West Coast Lumbermen’s Association 


INTERIOR SURFACES in house 
construction must be pleasing to 
the eye. With many species and 
grades of lumber from which to 
choose, wood provides this beauty 
lavishly or economically to fit the 
purse. 

Lumber is one building material 
that is used by people of all walks 
of life — in all kinds of construc- 
tion. Therefore, when a dealer 
keeps an adequate stock of lumber, 
it is always the best seller. 

Fine wood paneling always has 
represented the ultimate in lux- 








urious wall surfaces, but it need 
not be expensive. Modern finishes 
and stains can make any of the 
economical softwoods take on the 
deep warm colors of the hard- 
woods... and at a fraction of the 
cost. 

The modern trend, however, is 
to use the blond finishes. These 
light tones are natural in many 
less expensive softwoods like West 
Coast hemlock or Sitka spruce. 
The modern painter applies his 
bleaches and pigments to give rich 
hardwoods the same effect. 


Photo courtesy Calif. Redwood Assn 
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Photo courtesy Western Pine Assn. 


The lavish use of wood in a 
house gives the impression of great 
cost. But modern builders know 
that the wood itself is actually 
economical, compared to other ma- 
terials; and that simplified con- 
struction, using strictly functional 
and streamlined design, eliminates 
much of the costly labor that for- 
merly was expended on woodwork. 

Knotty pine paneling can give a 
room an impression of rustic in- 
formality when used simply and 
casually. When designed and used 
with generous and careful cabinet- 
ry and joinery, pine paneling can 
provide the formal luxuriousness 
of the French provincial period. 

Vertical grain clear paneling of- 
fers the uniform pattern of paral- 
lel wood grain. Flat or slash grain 


See WOOD INTERIORS page 56 


GROWING in popularity are 
kitchen cabinets and walls 
paneled with pine and finished 
“natural,” as seen above. Se- 
lected dry wood assures di- 
mensional stability. In modern 
bedrooms, redwood makes 
handsome exposed beams, ver- 
tical wall paneling, and win- 
dow frames, as at left. Hard- 
wood floors and plywood closet 
doors enjoy favor, too. 





How lumber dealers 
sell more Dairy Barns 


By BARON CREAGER 


TWO OKLAHOMA lumber dealers 
have demonstrated that farm build- 
ings—especially the Grade A dairy 
barn—can be sold in quantity to 
farmers. 

One is Lewis Williams, of the 
Wheeler Lumber Company at Salli- 
saw, population 4,000. The other is 
W. L. (Willie) Lewis, Long-Bell 
manager at Arnett, population 539. 

Both dealers used with great 
success the sales argument that in- 
creased income resulting from up- 
grading the milk would pay for a 
barn in three years, and that there- 
after the farmer would have 
additional income for himself from 
his herd. 

Williams got impetus for his 
selling program through an oppor- 
tunity to address a group of 250 
farmers at Sallisaw. It was the 
occasion of a community “Dairy 
Day” and Williams had _ volun- 
teered to provide coffee free for 
all who had gathered at the fair- 
grounds. When it became known 
that he had provided the coffee, he 
was introduced and invited to 
speak. 

“Not being much of an orator, 
it wasn’t much of an address,” 
Williams recalls. “But I did lay 
plenty of emphasis on the impor- 
tance of improved farms, especially 
dairy farms. There are quite a few 
such farms in the territory since 
we are between Muskogee, Okla., 
and Fort Smith, Ark. 

“I told the assembled dairy 
farmers how important it was to 
them to upgrade their milk through 
construction of approved barns. 
Then I put in a few words for the 
benefit of merchants and bankers 
of Sallisaw, many of whom were 
also present, by pointing out that 
it was to the benefit of the com- 
munity and the area to encourage 
improved milk herds and facilities 
for handling them. I told them it 
was so important to the community 
that I didn’t care if they didn’t buy 
even a two-by-four from me, for I 
would benefit anyhow as the dairy 
farms of the territory improved.” 

Williams had dairy farm custo- 


26 


SMALL MODELS of engineered farm buildings help farmers to 

visualize their merits and improvements over old structures. Above, 

Lewis Williams, manager of the Wheeler Lumber Company in 

Sallisaw, Okla., admires a model of the Grade A dairy barn. He has 

helped sprinkle such barns over the area by convincing farmers that 

these sanitary structures pay for themselves within three years from 
the greater profits that Grade A milk brings. 


mers who proposed to build their 
own barns, working at it as time 
permitted and buying material in 
small quantities as needed. He 
showed these that under such a 
plan it would be many months be- 
fore the barn was finished. Build 
now, he urged, and let increased 
income pay for your barn. 

Without previous experience, 
Williams took over the Wheeler 
Lumber Company in 1946. He at- 
tended an Oklahoma A. and M. 
College short course and benefited 
so substantially that he intends to 
see that all yard personnel get the 
same advantage. 

At Arnett, Okla., “Willie” Lewis 
went to work with a plan promul- 
gated by Long-Bell. According to 
a report in the Long-Bell Log, he 
had sold 18 Grade A dairy barns 
by last July. It was approximately 
the same plan as used in the Salli- 
saw promotion, with farmers being 
sold on the idea that the barns 
could be built immediately, and be 
paid for out of profits over a three- 
year period. After the first farmer 
was convinced, it was not too diffi- 
cult to sell the others. 

The Arnett market for dairy 
barns was less centralized, perhaps, 


because development is sparse in 
the territory within a radius of 50 
miles of Arnett. 

Commenting further on the ac- 
complishment of ‘Willie’ Lewis, 
the Long-Bell Log reported that 
his sales feat came to attention 
during an Enid, Okla., meeting of 
Long-Bell managers. The Log adds: 

“Things worked out even better 
than Lewis anticipated. The Plains 
Creamery in Arnett, George Rut- 
ledge, manager, entered into a plan 
to assist farmers to whom he sold 
dairy barns. Rutledge just keeps 
out the increased earnings between 
cream and Grade A milk, and 
turns it over to Lewis once a month 
for each farmer. It is convenient 
for the farmers and for Lewis in 
handling the payments. 

“Lewis says farmers can easily 
pay out in three years on these 
barns, and then they will pocket 
the profits for themselves. 

“Barns in the Arnett area are 
built to meet milk specifications for 
both Oklahoma and Texas, since a 
lot of milk in that area goes to 
Texas markets. 

“Average milking herd of most 


See DAIRY BARNS page 60 
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Remodeled store makes shopping easy 


By CARL M. EDWARDS, Manager 
Deal Lumber Co., McPherson, Kan. 


FOR OVER 10 YEARS our lumber 
yard occupied small quarters, with 
a low ceiling and an unattractive 
sales-room. The owners, Joe Deal 
and his wife, and all Deal Lumber 
Company personnel in McPherson, 
Kansas, felt we should “practice 
what we preach” to home-owners. 

Deal, who also owns retail yards 
in Winfield and Wichita, likes to 
say that “better homes make bet- 
ter citizens” — and by the same 
reasoning concluded that a prettier, 
more efficient showroom would 
make happier employees and cus- 
tomers. 

But the difference it has already 
made has surprised everyone! 

I designed the new addition and 
remodeled old building in my 
spare time. Construction of the 


MODERN DEAL store in 
McPherson, above, is 225 
feet wide. It has 2x6 
wood frame exterior fac- 
ed with V-joint redwood, 
entrance of green corru- 
gated plastic, rounded 
canopy of embossed alu- 
minum. Shown at desk 
on cover, Manager Ed- 
wards designed store and 
fixtures. Outstanding is 
lighting, mostly indirect 
and recessed in ceiling. 
Old and new lines of 
merchandise are depart- 
mentized. 


improvements got underway in 
October, 1951—and a year later we 
had our “open house.”’ 

During the day-and-a-half affair, 
3,458 people registered in our guest 
book, and many salesmen and 
other visitors did not register. We 
served over 2,000 cups of coffee, 
2,500 doughnuts, and four bushels 
of apples. It was most gratifying 
to receive 45 bouquets of flowers 
from our wholesalers and personal 
friends. 

We were fortunate enough to 
purchase a corner lot, 103 by 134 
feet, west of our old yard. We had 
to buy an old house with it, so we 
sold the house and moved it off. 

Our new building added to the 
old gives us a 225-foot frontage on 
U. S. Highway 50N, a six-lane 
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highway that gives. interested 
prospects an opportunity to turn 
around and come back after pass- 
ing our building. 

One big display itself, the new 
showroom has 15 types of woods 
in the walls and furniture. 

Inside walls are of 5/16-inch ply- 
wood — redwood, Novoply, Drift- 
wood, and Amerwood, with red- 
wood trim. The ceiling is of 16/32 
Nuwood tile. 

One set of joists serves both 
ceiling and roof, 2/12 on 16-inch 
centers, with a slope 12 inches in 
40 feet. The roof is insulated and 
sheathed with 1/8-inch larch ship- 
lap and roofed with Johns-Manville 
20-year asbestos felt and pitch. 

The floor is concrete, covered 
with asphalt tile in the sales-room, 
cork tile in the office, and vinyl 
tile in both rest-rooms. We find 
our modern rest-rooms are es- 
pecially appreciated by women 
customers with small children, as 





OWNER Joe Deal says 
Manager Edwards de- 
signed the gift bar 
shown below in “no 
time at all.” Located 
near the door, it has 
been responsible for 
many impulse sales. 
Edwards also designed 
recessed displays, like 
that at right, with con- 
-cealed lighting. Wom- 
en visitors during 
“open house” were 
awarded small appli- 
ances as prizes. Chil- 
dren were given toys. 
Men got small tools 
and items. A silver 
dollar was given away 
every hour. 


many small-town stores offer no 
such facilities. 

At the rear of the office is an 
8-by-8-foot vault of reinforced con- 
crete to protect records. 

The bookkeeper’s desk is steel, 
but all other desks were designed 
and built to fit our needs and 
modern decor. A free-form coffee 
table with modernistic chairs 
serves as a home-planning center. 

We have increased our hardware 
stock, added power tools, small ap- 
pliances, kitchen equipment, elec- 
trical fixtures, and an island dis- 
play of gifts near the entrance. 

At the west end of our sales- 
room we have provided plenty of 


parking space for customers in ad- 
dition to street parking along the 
front. We have two drive en- 
trances from the north and two 
from the west. 

We also built a double-deck 
lumber shed, 22 by 48 feet, and a 
new carpenter shop, 20 by 40 feet. 
Now all lumber is under roof 
except our timbers. A six-foot wire 
fence encloses the yard. 

And the best part of this expan- 
sion program is that we still have 
space for further enlarging our 
facilities. 

We have enough room to build 
another 40-by-80-foot building — 
sometime in the future. 


wy, 


Paint Performance Guide 
Prepared for Hotel Use 


A comprehensive report on paints 
and their performance has been pre- 
pared for the American Hotel As- 
sociation by the York Research Corp. 
of Connecticut. 

Entitled “Paints — A Guide for 
Their Selection and Use for Interior 
Surfaces,” the 30-page booklet is 
divided into two parts, covering 
“Paints in Theory and Practice” and 
“Evaluation of Paints.” 

The latter section contains six 
charts on gloss white, odorless white 
gloss, flat enamel white, latex-emul- 
sion white, flat white, and odorless 
flat white paints. These charts show 
hiding power, brushing, leveling, 
lapping, odor, 72-hour skinning, 
flexibility, chip resistance, whiteness 
retention, and washability for vari- 
ous brands of paints. 


Ceramic Tile Plant 
Prospers in Texas 


Three years ago, Horace H. Porter 
knew about what the average person 
knows of the tile business—practical- 
ly nothing. 

Yet, according to reports in a re- 
cent issue of “Sales Management” 
magazine, Porter has the 10th largest 
ceramic tile manufacturing business 
in the United States. 

How did he do it? 

First, he selected a growing sales 
market—Texas; built a modern plant 
in Fort Worth, and shipped raw ma- 
terials there so that he wouldn’t 
have to ship his finished products 
far. 

Second, he decided that he wanted 
to produce quality tile. That meant 
that he had to develop his own proc- 
esses for making Royal Tile’s cer- 
amic glazed wall and floor tile, since 
other manufacturers guard their 
trade secrets “like Coca-Cola watches 
over its syrup formula.” 

His first $35,000 worth of tile was 
not quality; so he ordered it dumped 
into the plant driveway and crushed 
with a steam roller. “That really 
was the best sales expenditure we’ve 
ever made,” Porter asserted. “I didn’t 
want the company reputation based 
on that tile.” 

Porter handled the sales end of 
his business single-handed, until last 
June, when two “service engineers” 
joined him. 

A former salesman for a major 
rubber company, Porter frequently 
reaps orders of $100,000 from a 
week’s trip. Once he sells leading 
tile contractors, they become his 
chief boosters. He has helped them 
with their problems, showed them 
shortcuts to bigger profits, until they 
now regard him as a rare “straight 
shooter.” 
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NEWS of the INDUSTRY 





Design Contest for 
Interior Panel Doors 


A national architectural design 
competition for an interior panel 
door design—with $7,600 in awards 
and possible purchase of designs 
suitable for mass production — has 
been announced by Ponderosa Pine 
Woodwork. 

Approved by the committee on 
architectural competitions of the 
American Institute of Architects, the 
competition closes April 27, 1953. It 
bears the title “Ponderosa Pine 
Panel Door Design Competition.” 

Robert H. Morris, general manager 
of the sponsoring organization, said 
that “the purpose of the competition 
is to obtain a design for an interior 
panel door which is suitable for mass 
production methods, and is con- 
sistent with current design standards. 

“Designers are making effective 
use of panels to develop color har- 
monies to integrate with virtually 
every type of interior. In many in- 
stances decorators are using colored, 
transparent wood stains, pointing up 
the natural texture and grain pattern 
of Ponderosa pine to get a tonal 
accent for furnishings. This signi- 
ficant trend suggests that there may 
be further unexplored design pos- 
sibilities in the panel door.” 

Although students will be in open 
competition for the main prizes, a 
separate judging will be held of 
entries submitted through archi- 
tectural schools which have indicat- 
ed an intention to participate. The 
student entry judged best will re- 
ceive a special award of $500, and an 
additional award of $500 will be 
made to the school attended by the 
winning student. 

Main prizes are listed as follows: 
first, $2,500.; second, $1,500; third, 
$1,000; eight honorable mentions, 
$200 each. 

John Kewell, AIA, is professional 
adviser for the design competition. 
The jury of awards consists of: John 
Rex, AIA, Los Angeles; Henry 
Wright, AIA, Los Angeles; A. J. Del 
Bianco, architect, Chicago; Hunt 
Lewis, industrial designer, Pasa- 
dena; A. R. Tipton, chairman, door 
committee, Ponderosa Pine Wood- 
work. L. J. Carr, chairman, competi- 
tion committee, Western Pine As- 
sociation, and Ivan Ramsey, Curtis 
Companies, Clinton, Iowa, will act 
as non-voting technical advisers. 

The competition entry form, which 
includes all mandatory requirements 
for entering, is available from 
Ponderosa Pine Woodworks Com- 
petition Headquarters, 2907 West 
Pico Blvd., Los Angeles 6, Calif. 


Texans Go to Management Institute 


A UNIQUE experiment in business 
education will be launched on Feb- 
urary 16 when 26 Southwestern 
owners, managers, and officers of 
building supply firms begin an 
tensive, five-day course in human 
relations at Southern Methodist Uni- 
versity in Dallas, Texas. 

The original idea for this “Top 
Management Institute” was supplied 
by Gene Ebersole, executive 
president of the Lumbermen’s As- 
sociation of Texas. The academic 
structure was completed by C. H 
Shumaker, director of the SMU 
Institute of Management. It is de 
signed to produce more effective and 
polished management at the top for 
lumber and building supply dealers 
Response to publicity in deale1 
letins by Ebersole and in lette1 
nearby associations was instantans 
ous. 

Although it had been intended to 
hold enrollment to 25, the February 
school accepted 26, of whom 19 are 
from Texas, four from Louisiana, and 
three from Oklahoma. Early in Janu- 
ary 10 more applicants were waiting 
for a proposed second such school, 
tentatively scheduled for March 9 
13. Of the 26 enrolled for the Febru 
ary management institute, 10 
owners, part owners, or partners 
seven are officers, and five show 
combination titles such as vice-pres 
dent and manager or sales manage! 
and part owner. The other six are of 
equal top-flight caliber. 

For a fee of $40.00 they will study 
for five days, under members of the 
SMU faculty, what Professor Shu 
maker said could be described 
“human relations.” Both morning 
and afternoon classes are scheduled 
All classes will be of the seminar 
type, in which a member of the class 
can break in with a question, and in 
which the lecture may be interrupt 
ed for a discussion. 

Professor Shumaker will conduct 
three class periods — one on “The 
Learning Process”; another on 
“Fundamentals of Organization,” and 
a closing group discussion of cas¢ 
studies applicable to the industry 

One class, “Indoctrinating the 
New Employee,” is assigned to A. L 
Franzolino, director of training, 
Temco Aircraft Corporation, Dallas 

Dr. A. Q. Sartain, SMU professor 
of psychology, will discuss “Under 
standing People” and “Executive 
Leadership.” 

“Relationship of Management 
Supervisors and the Job” is assigned 
to Prof. J. M. Claunch, director, Dal- 
las College of SMU. 
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The SMU director of placement 
and employment services, D. Y. 
Robb, has the topic, “Selection and 
Evaluation of Employees.” 

The two final full class periods 
are the responsibility of Dr. Willis 
M. Tate, vice-president of SMU. His 
subjects are “Employee Attitudes” 
and “Communications.” 

This Top Management Institute is 
not to be confused with the annual 
30-day SMU school, which draws 
employees from yards in four states 
and now has an established reputa- 
tion as the Institute of Building Ma- 
terial Distribution. The 30-day school 
that began January 5 had enrolled 
many of the employees from the 
same yards whose top men will at- 
tend the five-day school. 

The Top Management Institute re- 
sulted from a discussion between 
Ebersole and Professor Shumaker. 
Ebersole had noted that top manage- 
ment courses had been conducted 
with some success by universities 
along the Atlantic seaboard. Shu- 
maker countered that for the past 
five years, SMU has been doing the 
same thing, on a bigger scale, for 
various industries of Texas. Shu- 
maker pointed out, too, that Eastern 
colleges had conducted their schools 
more as round-table discussions. 

Sponsored by the Texas Manu- 
facturers Association, SMU has held 
several one-day, top management 
schools, attended by presidents and 
other executives of big corporations. 
The instruction was confined to one 
day since those attracted could spare 
no more time from business. 

The unique feature, from the edu- 
cational viewpoint, is that while the 
one-day schools involved manage- 
ment responsible for as many as 
5,000 employees, the average number 
of employees is 15 for those in the 
top management building-material 
school. 


ABC in Corpus Christi 


Allied Building Credits, Inc. a 
nation-wide organization that pro- 
vides financing for the light construc- 
tion industry, opened its 35th office 
February 2 in Corpus Christi, Tex. 
Previously, dealers in this area were 
served by the Houston office. 

James Hampton moved from 
Houston to manage the new branch, 
with offices at 1808 Ayers Street. He 
joined ABC after service in the 
Army during World War II. 
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Draws Prize-Winning 
Low-Cost House Plan 


WINNER of first prize of $100 in a 
low-cost home design contest at 
Louisiana State University recently 
was Floyd H. Carwile, Jr., of Lake 
Charles, who is seen above at his 
drawing board. Giving him some 
pointers is Professor O. J. Baker, 
head of LSU’s department of archi- 
tectural engineering. 

The LSU competition may set a 
pattern for similar contests at other 
colleges, according to H. C. Berckes, 
executive vice-president of the 
Southern Pine Association, sponsor 
of the competition. 

LSU juniors were limited in space 
requirements in the competition to 
from 650 to 750 square feet of living 
space, including two bedrooms. Pro- 
fessor Baker instructed the students 
to stress beauty of design, and to put 
furniture first into their model de- 
signs. “Above all,” he said, “the 
homes must have maximum liva- 
bility.” 

Carwile’s prize-winning design is 
seen above. It was selected as best 
by two Louisiana architects and a 
homebuilder. 


Plumbers of Tomorrow 
Will Be College Men 


The plumbing trade — now ac- 
customed to a_ professional-total 
income—may soon require a profes- 
sional education and attain engineer- 
ing status. 

Los Angeles City College has in- 
stituted a full four-year course 
leading to a degree in plumbing 
engineering—the first of its kind in 
the United States. 

It was the plumbers of Southern 
California themselves who realized 
the need for such training. They 
formed an advisory committee to 
work out details of setting up ad- 
vanced education. 

The college course began a year 
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ago with 15 students enrolling for the 
four-year course. This year, 20 stu- 
dents enrolled. The course of study 
includes the usual English, history, 
economics, mathematics, physics, 
chemistry, and surveying. The basic 
training is followed by a two-year 
program of fluid mechanics, thermo- 
dynamics, hydraulics, heating, re- 
frigeration, air-conditioning, and 
similar subjects. 

During summer vacations, students 
work on field projects. 


USG Salesmen Promoted 


The National Gypsum Co. recently 
announced several promotions among 
its sales personnel. 

C. Gustavus, former district man- 
ager in Dallas, was chosen to fill a 
new position — director of trade re- 
lations in six Western districts. 

Advanced to district sales man- 
agers were J. L. Phillips, Dallas, 
Tex.; A. T. Johnson, Detroit, Mich., 
and J. E. Peeples, Jacksonville, Fla. 

New assistant district sales man- 
agers are N. R. Shotwell in Jackson- 
ville; M. H. Baker, Jr., in Pittsburgh; 
E. F. Grosse in Cleveland; J. R. 
Ritchey in Kansas City, and J. C. 
Wall in Cincinnati. 
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DeMotte and Bradford 
Assigned AFPI Fields 


Franklin Bradford, formerly as- 
sistant city editor of the Dallas 
(Tex.) Times-Herald, has been ap- 
pointed field manager for the New 
Orleans office of the American Forest 
Products Industries, Inc. He will 
direct AFPI activities in Louisiana, 
Mississippi, and Texas. 

A native of Palestine, Tex., Brad- 
ford became interested in good 
forestry 10 years ago there when he 
launched a 900-acre community 
forest project as president of the 
Kiwanis Club. He was editor of the 
Palestine Daily Herald before join- 
ing the Dallas newspaper in 1947. 

Edward L. DeMotte has been pro- 
moted from the New Orleans AFPI 
managership to that in Atlanta. He 
now will direct AFPI activities in 
Florida, Georgia, Alabama, the Caro- 
linas, and Tennessee. He previously 
was managing editor of the Alabama 
Lumberman magazine. 

Edward Stout, former Atlanta 
AFPI field manager, has been trans- 
ferred to the Washington office as 
administrative assistant to Charles 
Gillette, managing director of this 
national forest promotional organi- 
zation. 
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Now Dealers May Rent the Lift Trucks, 
Conveyors and Delivery Trucks Needed 


SEVERAL manufacturers recently 
have started renting materials-han- 
dling equipment and delivery trucks 
to dealers who do not want to invest 
capital in such equipment. 

Reo Motors, Inc., Lansing, Mich., 
has formed a subsidiary, Reo Truck 
Leasing, Inc., to enable the merchant 
to “buy miles instead of trucks.” 

The new leasing company will 
have offices from coast to coast. Re- 
gional offices already have been set 
up in Cincinnati, Kansas City, De- 
troit, St. Paul, Chicago, Philadelphia, 
Birmingham, Dallas, and Boston. 

The company first analyzes the 
customer’s transportation needs and 
then leases trucks for a_ specific 
period, at a weekly charge plus mile- 
age. The company furnishes all parts, 
tires, gasoline, oil and lubricants, 
garage space, washing, and service 
for trucks. 

The leasing firm agrees to employ 
only safe drivers, to avoid overload- 
ing, and return the vehicle at speci- 
fied intervals for service. 

The Rapids-Standard Co., Inc., 
Grand Rapids, Mich., has introduced 
a plan for renting conveyors to 
dealers. 

Under this plan, conveying equip- 
ment is installed by the Rapids- 
Standard firm for a mutually agreed- 
on charge. A monthly sum covers 


use of the equipment, insurance, 
maintenance, repair, and personal 
property tax. 

Leases are set for a 10-year period. 
After each three-year period, rental 
rates are substantially reduced 

The Automatic Transportation Co 
Chicago, now rents electric industrial 
trucks for a period of nine years 
Contracts for associated equipment, 
such as batteries and battery charg- 
ers, run from five to nine years. 
Dealers who wish to buy the ma- 
terials-handling equipment can do so 
by making a down payment and 
paying the rest like rent over a 
period of 36 months. 


Heating Conferences 
in South, Southwest 


During the first half of this 
the National Warm Air Heating an 
Air Conditioning Association 
sponsor 26 “Better Homes Throug!] 
Better Heating” Indoor 
conferences in various parts of t 
nation. 

In the South and Southeast, the 
conferences will be held February 
19-20 in Baltimore, Md.; March 2-3, 
Knoxville, Tenn.; March 5-6, Atlanta, 
Ga.; March 9-10, Charlotte, N. C.; 


March 30-31, Little Rock, Ark.; April 
2-3, Kansas City, Mo.; April 6-7, 
Wichita, Kan., and May 26-27, Hunt- 
ington, W. Va. 

These two-day conferences will 
cover fundamentals of warm-air 
perimeter heating, crawl-space house 
heating, concrete-slab house heating, 
small-pipe warm-air perimeter heat- 
ing, design problems, heat loss data, 
and information on summer air- 
conditioning. 

Registration information can be 
obtained from association offices at 
145 Public Square, Cleveland 14, 
Ohio. 


Basement Remodeling 
Featured in Magazine 


A basement remodeling project 
developed by the Gypsum Associa- 
tion was the subject of an eight-page 
illustrated article in the January is- 
sue Of Popular Mechanics. Author 
of the how-to-do-it piece, to be con- 
tinued in the February issue, is 
James R. Ward, crafts editor of the 
magazine. 

Featured on the cover of the Janu- 
ary issue, the article is titled “Build 
Glamour Into Your Basement Play- 
room.” It presents detailed instruc- 
tions on dry-wall construction bas- 
ed on gypsum manufacturers’ re- 
commendations. 

The Popular Mechanics feature 
will reach an estimated readership 
of 6,000,000 home handymen. 


SMU’S 11th BUILDING MATERIAL DISTRIBUTION CLASS 


Personnel from building material firms in several 


row: A. F. Crone, Wendell B. Cleveland, Guy C. Bell, 


Southwestern states recently completed training at 
Southern Methodist University’s 11th Institute of Build- 
ing Material Distribution in Dallas, January 5-30. In the 
first row, from left to right, are Clyde S. Vaughan, Dave 
J. Sherman, Jr., Kenneth Hill, W. H. Odom, J. L. Beaty. 
Second row: Richard K. Hopkins, Ralph K. Hollister, Jr., 
John J. Woolems, L. S. Wood, Charles W. Palmer, George 
Holub, Howard E. Nesbit, Jr., Edward Hutchinson. Third 
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Ralph Knight, Bob L. Stephens, J. R. Bunting, Leslie G. 
Tate, Olan H. Tate, R. L. Lewis. Fourth row: Russell J. 
Hymel, Robert R. Smith, Wade I. Johnston, Guy D. 
McDaniel, Ernest H. Terry, Cecil D. Edwards, Joe 
Hromas, Rodney Waggoner. Fifth row: Harry F. Tyrrell. 
Jr., V. E. Leggett, John W. White, James H. Dyer, R. 
Marshall Erwin, William V. Carey, Tom Ed Travis. The 
Texas dealer association sponsors the course. 
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H. W. GEORGE has been named to 
the newly-created post of manager 
of merchandising and sales promo- 
tion for the Chapman Chemical Co.., 
Memphis, Tenn. This firm makes 
wood preservatives and agricultural 
chemicals. Previously he was adver- 
tising director of the Automatic 
Washer Co. in Newton, Iowa, for five 
years. 


‘52 Legislatures Add 
to Workmen’s Benefits 


Labor laws were enacted by most 
of the 16 legislatures that met in 
1952, and by the United States Con- 
gress for the District of Columbia. 

Workmen’s compensation and wage 
standards headed the list. 

Kentucky advanced weekly bene- 
fits for total disability from $24 to 
$27, and the maximum amount pay- 
able from $10,000 to $11,500. Virginia 
raised weekly payments from $20 to 
$25 and total payments from $7,800 
to $10,000. 

Louisiana for the first time enacted 
occupational disease benefits, cover- 
ing six diseases. Virginia shifted 
from schedule coverage to complete 
coverage of such diseases. Louisiana 
and Virginia added medical benefits 
and increased burial allowances. 

Compensation for injuries to civil 
defense personnel was authorized in 
Kentucky and Mississippi. 

Georgia and Virginia increased 
the amount of wages exempt from 
garnishment. 

A new Kentucky child labor law 
permits children between 14 and 16 
years of age to work in non-manu- 
facturing or non-mechanical estab- 
lishments during regular’ school 
hours if the authorities have arrang- 
ed other hours. The minimum school 
term was extended from seven to 
nine months. 
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Moving UP! 











Zonolite Co. . . . This vermiculite 
aggregate firm recently promoted 
three executives to the rank of vice- 
president. DAYTON L. PROUTY has 
been with the firm 16 years and is 
manager of the North Central di- 
vision, which includes the plants in 
Dearborn, Pittsburgh, Wilders, and 
Chicago. DANIEL J. BOONE man- 
ages the merchandising division 
from the Chicago office. JOSEPH A. 
KELLEY heads the Southern di- 
vision, with mining and processing 
headquarters at Travelers Rest, S. C. 
Enameled Cast Iron Plumbing Fix- 
tures Assn... . HENRY J. HELD, 
vice-president of the Universal- 
Rundl Corp., Milwaukee, recently 
was re-elected chairman of this as- 
sociation, O. A. KROOS, Kohler Co., 
was re-elected vice-chairman, and 
D. D. COUCH, American Radiator 
and Standard Sanitary Corp., was 
named treasurer. 

Vitreous China Plumbing Fixtures 
Assn. .. . DAVID J. CRANE, Eljer 
Co., is new chairman of this associa- 
tion, which held its annual meeting 
in Chicago recently. Other officers 


M. T. BAYLIN is now Southeastern 
sales manager of the Wallace Manu- 
facturing Co. From headquarters in 
Winston-Salem, N. C., he will work 
with jobbers and dealers in the sale 
of Wallace pre-finished wallpanels. 
Known to friends in the industry as 
“Mike” or “Marty,” Baylin until 
recently was Southeastern division 
sales manager for the Masonite Corp. 
For Wallace he covers Alabama, 
Florida, Georgia, Mississippi, Ten- 
nessee, Virginia, D. C., and the 
Carolinas. 


JOHN E. CHARLESON has been ap- 
pointed plant manager for a new 
hardware plant at Lenoir City, Tenn. 
This plant and three others comprise 
the newly-formed Yale lock and 
hardware division of the Yale and 
Towne Manufacturing Co. Charle- 
son until recently supervised finish- 
ing departments at Stamford. He 
joined Yale and Towne 30 years ago. 


are E. O. BRADY, Briggs Manufac- 
turing Co., vice-chairman; L. A. 
DROUHARD, Mansfield Sanitary 
Pottery, Inc., treasurer. 

Pittsburgh Plate Glass Co. ae 
SMITH W. GEALY is now manager 
of the construction department of 
the merchandising division. He has 
been with Pittsburgh 23 years in 
various engineering capacities. He 
replaced Claude E. Gee, who recent- 
ly retired after 32 years with the 
company. 

Gunnison Homes, Inc. ... WILLIAM 
K. MARKWELL is new director of 
sales for this subsidiary of United 
States Steel. He succeeded Henry W. 
Borntraeger, who resigned. 
Rockwell Tools, Inc. .. . New sales 
manager of this Rockwell Manu- 
facturing Co. subsidiary is RICHARD 
E. MILLER. He joined the Rockwell 
organization in 1947 and formerly 
was assistant to the vice-president 
of the Rockwell Manufacturing Co. 
before becoming assistant to the 
general manager of the tool firm. 
National Gypsum Co... . JOHN N. 
CRAWFORD recently was raised to 
the position of commodity manager 
of wallboard. He succeeded RICH- 
ARD GLAZIER, who was promoted 
to assistant to the general commodity 
manager. 





American Hardware Corp. ... New 
general sales manager of the Russell 
and Erwin division is ROBERT M. 
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Hammer home the advantages of this 


New Siri-COLOR 


--oin Flintkote Sidings for 1953 


WEATHERED WHITE * 
...with embossed striated 
surface texture... 

gives your customers 
wonderful single or 
combination color effects! 








Stock up now .. . so you'll be ready for 
the first call of spring. 

Home owners, contractors and dealers 
will love WEATHERED Wutte which has 
just been added to Flintkote’s beauti- 
ful and already very popular line of 
Stri-CoLor* Asbestos-Cement Sidings, 
the sidings that made such a hit last 
year. 

Flintkote Stri-Color Sidings are per- 
fect for modern new construction... 
or for modernizing existing houses. 


Use them for mono-color jobs, for two- 
tone effects, or in combination with 
stone, stucco, brick, etc. 


Sete eaitatoene new omnae-ccomaneciagbnenena ages? 





Stri-Color Sidings . . . protected by 
Flintkote water-repellent, stain-resist- 
ant Dura-SHIELD* FINIsH won't rot or 
burn. 


Stock up now! 


Tue FuintKote Company, Building 
Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 


@A trade-mark of The Flintkote npany 
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TUCKER. He has been associated 
with this division since his gradu- 
ation from Worcester Polytechnic 
Institute in 1928 and has served in 
Florida, Virginia, Maryland, and 
New England sales territories. He 
succeeded L. CURTIS BOOTH, now 
vice-president in charge of P. & F. 
Corbin sales. 


Simpson Logging Co. . . DAVE 
DAVIS, who has spent 30 years in 
California lumber sales, has been 
made redwood sales manager for 
this firm. 


Sanitary Brass Institute ... A. H. 
GROTE is the newly-elected presi- 
dent of this organization. He is sales 
manager of the plumbing and heat- 
ing division of the Schaible Co., 
Cincinnati, Ohio. 


Penn Metal Co... . WILLIAM F. 
TAYLOR is new manager of the 
Lightsteel structural sections di- 
vision. He previously was with the 
Mississippi Valley Structural Steel 
Company. 

Yale and Towne Manufacturing Co. 
; New plant manager for the 
Stamford, Conn., branch of the new 
Yale lock and hardware division is 
HUGH J. MATHEWS. Previously 
assistant to the general manager, he 
has served Yale and Towne for 45 
years. 


SET 
Las 


L. E. (LUKE) BLUDWORTH is the 
new manager of the Louisville, Ky., 
warehouse and assembly plant of the 
Huttig Sash and Door Co. A native 
of Florida, he joined the firm as 
salesman in Alabama and north 
Georgia in 1926. Three years later 
he was transferred to Virginia as 
territory salesman. In 1948 he was 
made manager of Huttig’s Miami 
branch. A Shriner, Bludworth enjoys 
quail hunting, fishing, and golf. 
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Million New Homes a Year Seen as 
U. S. Minimum by NAHB President 


AMERICAN builders this year face 
the challenging task of supplying 
more than 1,000,000 families with 
the best housing that modern science 
and craftmanship can devise — and 
at the lowest possible cost, Emanuel 
M. Spiegel, new president of the 
National Association of Home Build- 
ers, declared at the annual conven- 
tion-exposition at the Conrad Hilton 
Hotel in Chicago on January 20. 

Approximately 18,000 builders, 
suppliers, and manufacturers of 
building materials attended the five- 
day meeting where the double-bar- 
reled accent was on better merchan- 
dising of homes and new home 
features. 

“An annual production of 1,000,000 
new homes is now a minimum sup- 
ply for this nation,” Spiegel asserted 
as he took the NAHB reins from Salt 
Lake City’s Alan Brockbank. “Under 
favorable economic and mortgage 
finance conditions, that target can be 
raised to 1,500,000 homes annually 
in the years immediately ahead. 

“And in another decade, when the 
bumper crop of war babies born dur- 
ing the 1940’s will be reaching ma- 
turity, it is not inconceivable that 
there will be a continuing demand 
for as many as 2,000,000 new houses 
a year.” 

Robert P. Gerholz, NAHB past- 
president and a Flint, Mich., home- 
builder, said that “the trade-in house, 
in my opinion, is the key to an ex- 
panded new house market.” He call- 
ed upon the association to adopt the 
automobile industry’s practice of 
exploiting the trade-in market. 

“With 49 million shelter units, in- 
cluding several million sub-standard 
which probably should be junked, 
an intelligent and enthusiastic ex- 
ploitation of the trade-in house 
market should more than take up 
the 10-per-cent shrinkage in home- 
building predicted by some econ- 
omists for 1953.” 

Discussing “The Economic Out- 
look for 1953,” Ewan Clague, com- 
missioner of the U. S. Bureau of 
Labor Statistics, pointed out that 
“the position of the homebuilding 
industry in our economy is much 
like that of a rider astride two 
horses. It is an investment industry 
which is subject to some of the forces 
that determine the fate of consumer 
goods industries. 

“In a year of relative stability at 
high levels, homebuilding should en- 
joy a favorable climate. In fact, there 
is more agreement among the fore- 
casters than at any time in the past 
seven years that at least a million 
dwelling units will be started during 
1953.” 

Of all the new fixtures offered for 
homes, air-conditioning units created 


the most interest at the exposition. 
Twelve manufacturers displayed air- 
conditioning equipment this year. 

A survey conducted by the NAHB 
showed that some dealers are plan- 
ning to offer air-conditioning instal- 
lations in homes selling for as low 
as $10,000. Of the 255 builders cover- 
ed by the survey, nearly 40 said they 
will offer air-conditioned homes this 
year. 

The products and wares of over 
250 manufacturers covered four floors 
of the giant Conrad Hotel. 

Among the new items shown were: 
a fiber-glass reinforced plastic bath- 
tub weighing only 20 pounds; an all- 
purpose tile, available in a variety 
of colors, which can be installed 
without use of adhesives or tools; a 
plastic floor tile with a finish similar 
to natural oak paraquet flooring; a 
polka-dot paint which is applied 
with a spray gun and results in an 
unlimited variety of multi-colored 
patterns; a sweatless water closet 
tank; a gypsum wallboard which 
goes up as fast as wallpaper; and a 
sink designed for middle-of-the-room 
installation. 

Texas and Tennessee building 
firms were among the winners of 
seven awards of merit in the annual 
NAHB Neighborhood Development 
Program. Arlington Terrace, de- 
veloped by the A. T. Building Co., 
Arlington, Tex., was cited for “the 
amazing number of off-site improve- 
ments for a project in the low-cost 
field.” 

For their Brookhaven Estates in 
Nashville, Tenn., C. B. Kelly and Co., 
were honored because “the design of 
these homes in the $25,000-$30,000 
prize range is outstanding for the 
good internal circulation within the 
home interior.” 

Bralei Homes, Inc., North Little 
Rock, Ark., and a Charlotte, N. C., 
architectural firm — Wm. G. Lyles, 
Bisset, Carlisle and Wolff, and R. 
Emory Holroyd, associate — both 
won two awards in the NAHB Merit 
Award Home Design Program. 

The Arkansas firm won with its 
Miramar and Hiland defense housing 
projects. 

The architects designed the hous- 
ing units in Selwyn Park near Char- 
lotte and the Crosland Park defense 
project near Aiken, S. C. 

Retiring President Brockbank fore- 
cast an acceleration in recondition- 
ing and remodeling work on the 
nation’s 45 million existing homes, 
to take up the slack in housing de- 
mand. He said this work will be a 
major source of business for builders 
until about 1960 when new family 
formation will rise rapidly and pave 
the way for a possible 2,000,000 an- 
nual production of new homes. 


SOUTHERN BUILDING SUPPLIES for FEBRUARY, 1953 





Whether you sell ONE 
an or all 


ELLING 
TIME 


By Showing 


WALLACE 


Decorative 


WALLBOARD 

















DECORATIVE WALL BOARD 
® rere tt Ey 


with this 


ALESMAKER DISPLAY UNIT 


Originally designed to help dealers sell more 

Wallace Decorative Wallboard, many have 

found our Salesmaker Display Unit also 

SAVES SELLING TIME. That would indi- 

cate it is not a novelty type unit for tem- 

porary use, but a fixture of cash register- 

ringing-value. For example, a Cleveland 

dealer wrote our Cleveland Jobber (names on request) —“We find your 
Wallace Tileboard Display has increased our sales 100%. We feel it to be the 
best money making salesman that we have because it is the real way of mer- 
chandising’’, When sales increase through the use of such a display and 
demonstration unit it is a sure indication that customers like what they saw. 
If you want to SAVE SELLING TIME and increase your Tileboard sales, ask 
the Wallace Jobber about using our Salesmaker Display Unit. 


Member Prefinished Wall Panel Council WI 
’ MANUFACTURING CO. 


>, 


10th and Fayette North Kansas City, Mo. 
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Attic Fan Sales 
REVOLUTIOMZED 


by the Hunter Package Fan 
and this Demonstration Display 


Convincing! 
Salesman uses his handkerchief 
to demonstrate the powerful 
suction of Hunter Package Fan. 
This novel display makes attic 
fan sales easy. 





® The new Hunter Package Fan is easy to sell because it 
can be demonstrated so effectively. It is also the simplest 
of all attic fans to install. Fan rests on attic floor, requires 
only 18” clearance. The compact unit is complete with 
ceiling shutter and trim. 

Write for prices on Hunter Package Fans and informa- 
tion on how to secure this sales-making Hunter Demon- 


stration Display. 


HUNTER FAN AND VENTILATING CO. 
394 §. Front St., Memphis 2, Tenn. 


Po ii 
Aum Hunter 
PACKAGE ATTIC FANS 





ASSOCIATION DIRECTORY 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: T. Arthur Holt, Marked Tree, 
Ark. 

Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 2-4921. President: W. F. Scarborough, 
Lumberton, N. C. 

Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie 
M. Bennett. Tel. 2-3761. President: Francis J. Igou, 
Orlando, Fla. 

Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: J. Morton 
Myatt, Baton Rouge, La. 

Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. 
Rowell. Tel. Elgin 5329. President: F. E. Adams, Milledge- 
ville, Ga. 

Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: Warren F. 
Keys, Marshall, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
G. Hunter Bowers, Frederick, Md. 


Mississippi Retail Lumber Dealers Association — 650 
South State Street, Jackson 5, Miss. Secretary-Treasurer: 
E. B. Lemmons. Tel. 3-2077. President: W. P. Kelly, 
Winona, Miss. 

National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C. 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Industrial Manager: W. M. 
Morgan. Tel.: 7-0338. President: Dale Carter, Tulsa, 
Okla. 

Southern Sash and Door Jobbers Association—209 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 
Woods, Houston. 


Southern Wholesale Lumber Association—McMillan Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F. 
Darrah. Tel. 3051. President: John A. Thames, Birming- 
ham, Ala. 

Southwestern Lumbermen’s Association—512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Henry H. Jones, 
Little Rock, Ark. 


Tennessee Building Material Association—7 | 1 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn. 


Virginia Building Material Dealers Association — 3305 
Monument Avenue, Richmond 21, Va. Secretary-Manager: 
Harris Mitchell. Tel. 6-1749. President: Maurice R. Large, 
Farmville, Va. 

West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: C. L. Lantz, St. 
Albans, W. Va. 
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A SURE SIGN 
OF PROFITS 
FOR YOU... 


and satisfaction 


for your customers! THIS ADVERTISING 
WILL HELP YOU SELL 


r F ; DrxisTeEt Fence is advertised regularly 
The DixisTEEL sign on every rolt of this famous fence in these Southern farm publications 
with a total circulation of 1,399,688. 


means a fair and reasonable profit to you and lasting : 
ye ees . P al ? © Progressive Farmer 


Florida Grower 
Southern Livestock Journal 
i cae j a Georgia Farm Bureau News 
With cattle farming increasing all over Dixie, it will Mesidu Cattionsn 

South Carolina Farmer 
Tennessee Farm Bureau News 


satisfaction for your customer. 


pay you to make your store headquarters for DixisTEEL 


Fence, Barbed Wire and Staples. 


See your wholesaler or write us today for full infor- 


mation on the complete DixtsTEEL Fence line. 





SELL THE FENCE THAT HAS ALL FIVE FEATURES! 


Genuine Copper-Bearing steel wire, rust- 
resisting through and through 
Crack-proof zinc armor for further pro- 
tection from devastating rust 

Four-wrap, hinge-joint construction keeps 
stay wires from slipping 

Tension curves in line wires allow for 
expansion and contraction 

Full-size wires, accurately and correctly 
spaced, to provide uniformity 





ATLANTIC STEEL COMPANY --ATLANTA, GEORGIA 
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SUPPLY & DEMAND 





TWO ACTIONS by the Federal 
Housing Administration last month 
eased the mortgage situation to give 
impetus to continued homebuilding 
activity. 

The first was an amendment to 
FHA administrative rules granting 
mortgagees permission to make a 
service charge of % of 1 per cent on 
outstanding balances for all Title 1, 
Section 8 home loans. This move had 
long been advocated by the National 
Retail Lumber Dealers Association 
and other groups eager to provide 
good housing for families of low in- 
come in outlying areas. 

The second action was an amend- 
ment to the administrative rules for 
mutual mortgage insurance under 
Section 203 of the National Housing 
Act. This increases the administra- 
tive limit of home mortgages under 
this section to a statutory limit of 
$16,000. NRLDA has asked Congress 
to change the mortgage limit to 
$20,000, thereby reducing the large 
down-payments of homes costing in 
excess of $16,000. 


NEW CONSTRUCTION in the 
United States set a new record in 
1952 with the total estimated at $32.3 
billion by Federal agencies. How- 
ever, the physical volume of con- 
struction was down slightly from the 
two previous years. Largely respon- 
sible for the dollar record increase 
of 5 per cent was the unusually high 
volume of private housing in the fall. 

F. W. Dodge reported residential 
awards in the 37 states east of the 
Rockies were 7 per cent higher than 
in ’51. 

Housing starts in December were 
25 per cent more than a year pre- 
viously to make the total for the 
year 1952 reach 1,131,300, according 
to Bureau of Labor Statistics esti- 
mates. 

All forecasters express confidence 
in housing starts this year again 
passing the million mark. 


THE CONSTRUCTION COST in- 
dex by the American Appraisal Co. 
rose 1.1 per cent during the last 
quarter of 52 to make the total na- 
tional average rise for the year reach 
5.2 per cent, compared with 4.3 per 
cent during 1951. The index is based 
on an analysis of the construction 
materials and labor as required for 
four representative types of frame, 
brick, concrete, and steel buildings. 

This further rise in construction 
cost was attributed by AAC to wage 
increases, certain additional fringe 
benefits, higher freight rates, and 
slightly higher prices for steel and 
other materials. 

Increases in the factory prices of 
fir plywood, upper grades of dimen- 
sion lumber, window glass, and 
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asphalt insulated siding last month 
made it evident that construction 
costs would continue to inch up. 


THE NATIONAL lumber trade 
barometer for the week ending Jan- 
uary 17 glowed healthfully, with 
production up 15 per cent from that 
in the comparable week last year. 
Shipments were 8.9 per cent higher, 
and new orders were up 8.7 per cent. 
For the week, shipments were 5.5 
per cent under production and new 
orders were 15.3 per cent greater 
than output. 

The Southern pine picture was 
slightly different the same week. 
Orders were 4.14 per cent above pro- 
duction, and shipments were 6.76 per 
cent under output. Production was 
3.88 per cent below the three-year 
average. 

The West Coast Lumbermen’s As- 
sociation reported 1952 output of 
Douglas fir lumber just 102 million 
feet below the all-time high cut of 
10.4 billion feet in 1951. Western pine 
did not fare so well last year, with 
production falling 5.8 per cent under 
"Bl. 

SUPPLEMENTAL quotas of rental 
and sales housing units to Critical 
Defense Housing Areas in the South 
and Southwest continue to enhance 
the materials sales volume in those 
centers of activity. These include 
Victoria, Tex., and Camp Lejeune, 
N. C. Newly certified CDHAs are 
the Kansas City area and the Law- 
rence-Olathe, Kan., area. Eight hun- 
dred housing units are assigned to 
the Missouri side of Kansas City, 
with the Kansas sector getting 200 
units. 


TEST PROJECTS of relocatable 
housing units have been assigned to 
Camp Stewart, Ga., Dahlgren, Va., 
and three Western points. Altogether 
they will get 543 units of relocatable 
housing for rent to civilian and mili- 
tary personnel of military bases in 
the areas. The houses range in size 
from 700 square feet for a two-bed- 
room unit to 900 square feet for a 
three-bedroom unit. 


Dolan Succeeds Zuber 
as Head of S. E. Club 


W. A. (Billy) Dolan, Jr., is new 
president of the Southeastern Lum- 
bermen’s Club. This Augusta, Ga., 
wholesaler succeeded J. W. (Bill) 
Zuber, of Atlanta, at the 23rd annual 
meeting in the Georgia capital on 
January 19. 

Britt King, another Augusta whole- 
saler, is the new vice-president. Mrs. 
Ethalind McCarthy, of the Southern 
Lumber Journal, Jacksonville, Fla., 


continues as secretary-treasurer. 

New directors of the S. E. Lumber- 
men’s Club include Past-President 
Zuber; E. C. Speeg, of Macon, Ga.; 
E. A. Scott, of Augusta, Ga.; J. P. 
Moyer, of Montgomery, Ala.; E. N. 
Beard, of Greensboro, N. C., and 
Harold McKnight, of Port St. Joe, 
Fla. 

Two new industrial motion pic- 
tures were viewed by the Dixie lum- 
ber manufacturers and wholesalers. 
These were a film on “Debarking” 
of logs and the Southern Pine As- 
sociation’s new movie of the in- 
dustry, entitled “Sound of America.” 

Differences in cost of fire insurance 
for schools built of steel and wood 
framing, the need for ventilation in 
freight cars, and market conditions 
were topics discussed for and by the 
group. 


Carl Crow Is Dead 


Carl C. Crow, publisher since 1925 
of Crow’s Pacific Coast Lumber 
Digest from Portland, Ore., died on 
January 26. A rugged individualist, 
Crow also published a weekly letter, 
price reporter, buyer’s and seller’s 
guide, and rapid freight calculator. 


Burned Timberland 
Re-seeded by Plane 


When rampaging fires swept over 
southern Arkansas’ powder-dry pine 
forests late in October, the Southern 
Lumber Co., Warren, lost 4,000 acres 
of fast-growing pine timber. The 
growth-loss alone represents a three- 
year log supply for the company’s 
Warren sawmill, says W. R. Warner, 
Southern’s general manager. 

The Southern Lumber Company 
wasted no time in getting this burn- 
ed woodland back into its perpetual 
timber yield cycle. Little more than 
a month after the fire, the 4,000- 
acre area was completely re-seeded 
to pine. The seeding was done by a 
specially equipped airplane flying 
150 feet above the fire-blackened 
land. 

The aerial re-seeding project took 
six days and cost about $6.00 an acre. 
Planting by hand or with machines 
would take at least three years and 
would cost from $12 to $15 an acre. 
Manpower for such a_ long-range 
project was lacking. 

Company Forester Bruce Mety 
estimates about 5,000 seedling pines 
will sprout and grow by next spring. 
He hopes to have a first-year survival 
of from 1,000 to 2,000 trees on the 
seeded land. 
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Get fast prrais aa 
our convenient wholesale distribution 


_.__WAREHOUSE 


WedgeWood Decorative Paneling 


Now the luxury of genuine wood wall paneling is 
within the reach of all your customers. Low-cost 
WedgeWood offers a new kind of textured beauty 
that fits into any decorative scheme . . . lends itself 
to dramatic color treatment. For remodeling or new 
construction, WedgeWood is the hottest item in the 
building trade today. Call your G-P warehouse and 
ask them to show you a panel. Call them today! 


























. and don’t forget these other G-P specialties: 
GPX", the plastic-faced plywood with more than 
60 proven uses; G-P Crownply”, the decorative 
hardwood plywood and G-P GIANT scarfed panels 
in 12', 14', 16' lengths and up. 


G-P PRODUCTS 








GEORGIA — PACIFIC 
PLYWOOD COMPANY or tna 


G-P WedgeWood decorative paneling 
G-P Plysheet Southern plywood 
Douglas Fir Plywood 
Giant-sized Scarfed panels 


SOUTHERN FINANCE BUILDING neoeenttatanen 


Cypress and Redwood Lumber 


AUGUSTA, GEORGIA Sucdinngien 


Western lumber 
Treated lumber and timbers 


Call 2-8383 Residential and factory flooring 


Mouldings 
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ASSOCIATION ACTIVITIES 





Advertising Is Top- Management Job, Kentuckians Told 


Kurfee Urges Dealers to 
Sell ‘Free Enterprise’ 


THE PLANNING of advertising for 
a retail lumber yard should be 
handled by top management, mem- 
bers of the Kentucky Retail Lumber 
Dealers Association were told at 
their 48th annual convention in 
Louisville on January 13 by Phil 
Creden, advertising director of the 
Edward Hines Lumber Co., Chicago, 
and chairman of the public relations 
committee of the National Retail 
Lumber Dealers Association. 

Approximately 600 persons reg- 
istered for the three-day meeting at 
the Brown Hotel to visit the 67 ex- 
hibits, enjoy the social events, and 
attend the business sessions. 

Creden urged the Kentucky deal- 
ers to set up an advertising program 
and plan it the same as they plan 
their purchases, expansion, or any 
other expenditure important to their 
business. “Don’t get the idea that you 
can turn your advertising problem 
over to some young guy just out of 
school who may have taken a class 
in art. It won’t work.” 

He suggested the following items 
to consider in planning an ad: 

1. The retail ad must answer the 
same questions as a news story. 

2. It must be selective as to use 
(write your ad around one subject 
such as a new roof, storage room in 
the attic, etc.). 


3. How much will it cost (not low 
price but “as little as vi 

4. Where can I get it (be sure to 
give your address or describe your 
location). 

The business session began with 
a report of the association’s activities 
by the retiring president, Elbert 
Myers, of Glasgow. 

In a talk on the subject, “A Matter 
of Opinion,” George A. Bowie, of the 
Firestone Tire and Rubber Co., de- 
clared that “the majority of your 
fellow Americans don’t care whether 
you live or die professionally.” Re- 
ferring to the old favorite, “I can get 
along without you very well,” Bowie 


said that “some people have got the 
impression they can get along with- 
out the small businessman very well. 
To counteract that trend, you’ve got 
to give the public personalized 
service.” 

J. Francis Kurfees, president of 
the Kurfees Paint Co., spoke on the 
subject “Moving, Soothing, Satisfy- 
ing.” Long noted for his writings 
and speeches on the American Free 
Enterprise System, and a strong ad- 
vocate of tax equality, Kurfees 
observed that in the past several 
years there has been a _ tendency 
toward ‘moving’ Americans out and 
the Communists in; that the Com- 


YOUR LUCK HERE 
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THE NEW president and vice- 
president of the Kentucky Re- 
tail Lumber Dealers Associa- 
tion congratulate each other, 
above, at the recent convention 
in Louisville in front of a 
“prophetic prop” — the “you 
win every time” and “your 
luck here” exhibit of the Na- 
tional Gypsum Co. H. L. Shan- 
non, left, of Henderson, is now 
vice-president. R. E. McCon- 
nell, right, of Paris, is presi- 
dent. A favorite display among 
the 67 at the Kentucky Con- 
vention was that being studied 
intently at left by three dele- 
gates. The realistic third-di- 
mension installation of ply- 
wood emphasized “do it your- 
self” possibilities. 
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OUTHERN 


ROGRESS 
ISSUE 


SBS LOOKS AHEAD! 


To bring home to the readers the great and growing 
business opportunities open to them in this rich market. 
SOUTHERN BUILDING SUPPLIES offers the first 
annual SOUTHERN PROGRESS ISSUE. 


In this March issue will be up-to-date material which 
will portray whole new fields of activity to manufacturers 
as well as to retailers and wholesalers . . . material that 
is edited for the distinctive Southern market. 


“How-to” ideas, explanation of market trends, and sug- 


gestions for making more profits will be included in this 
special report. 

This SOUTHERN PROGRESS ISSUE will outline the 
progress of the past years and point up the potentials 
in this market that is still looking to new heights. 
The Building Supply Industry in the South is sure to 
expand even more rapidly in the future than it has in 
the past. 


As the South grows, so can you! 


BUILDING SUPPLIES 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 


806 Peachtree St., N.E. 
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munists were ‘soothing’ other Ameri- 
cans to sleep so they can gain more 
power, and that this whole procedure 
was very ‘satisfying’ to the boys in 
the Kremlin. 

Kurfees said he has “always been 
opposed to Social Security” and 
added that “our government was 
not set up to take care of people, 
but rather as a protection to our 
people. For 25 years business has 
been the whipping boy and is blam- 
ed for everything bad that has hap- 
pened.” 

“When industry has done so much 
for Americans — given them the 
highest standard of living on earth 
— why control it?” he asked. “Ac- 
tually it gives foreigners the impres- 
sion that we are admitting that our 
Free Enterprise System is no good. 

“We business people have a job to 
do. We have to tell the story of our 
American system of business to our 
employees and our wives. We must 
produce a smaller government and 
bigger citizens.” 

Dr. J. Frank Goodwin, professor 
of marketing at the University of 
Florida, asserted that the pot of gold 
that all governments are looking for 
is security and the greatest good for 
the most people. “But it does make 
a difference which road you are 
traveling, whether you are traveling 


the Free Enterprise, Communist, 
Socialist, or Fascist road. It’s just a 
question whether you want to decide 
for yourself what is best for you or 
whether you want your government 
to decide for you.” 

“A million new homes in 1953” 
was the prediction of Dr. Charles 
W. Williams, vice-president of the 
Federal Reserve Bank, Richmond, 
Va. He told the lumber dealers that 
the outlook for their business is 
“sunny side up.” 

Other convention speakers includ- 
ed Martin V. Coffey, general sales 
manager of the Philip Carey Manu- 
facturing Co.; Edward McFaul, of 
Chicago, considered to be one of 
America’s top humorists, who spoke 
at the banquet; and Dr. Allen A. 
Stockdale, of the National Associa- 
tion of Manufacturers. 

H. R. Northup, executive vice- 
president of the National Retail 
Lumber Dealers Association, told 
the group that the “lumber dealers 
can’t find much to quarrel with in 
Eisenhower’s cabinet selections.” 

New directors elected are: F. P. 
Blair, Morehead; W. Edmiston, Dan- 
ville; Elbert Myers, Glasgow; J. A. 
Myers, Mayfield; W. C. Pauley, Pike- 
ville; J. T. Perry, Sr., Lexington; 
H. L. Shannon, Henderson, and 
Thomas W. Yunt, Louisville. 


Florida Association 
Offers “Selling Clinics” 


The General Extension Division of 
Florida, in cooperation with the 
Florida Lumber and Millwork As- 
sociation, has arranged four clinics 
to serve different parts of the state. 

Dealers in the West Palm Beach 
area attended such a clinic January 
28-29. Other clinics will be held in 
Tampa, February 24-25; Jackson- 
ville, March 3-4, and Miami, May 
11-12. 

Among the speakers will be Dr. 
Frank Goodwin, UF professor of 
marketing, who will cover “Tech- 
niques of Selling,” and Lee Barthol- 
omew, Southern States Iron Roofing 
Co., “Tools of Selling.” 

The enrollment fee will be $3 for 
each employee — to cover traveling 
expenses of the extension division 
representatives. 


Munnerlyn Names NRLDA 
Executive Committee 


One of the first acts of office car- 
ried out by the National Retail Lum- 
ber Dealers Association’s new presi- 
dent, Henry J. Munnerlyn, was to 


CHARTER MEMBERS, OFFICERS OF ATLANTA N.A.L.W. CHAPTER 
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THIRTEEN of the 19 charter members of the new At- 
lanta chapter of the National Association of Lumber 
Women are seen above following the installation dinner 
at Atlanta’s Briarcliff Hotel. 

Seated, from left, are Mrs. Ruth Aldrich, Mrs. Betty 
Henderson, Mrs. Lillie Rosenthal, Miss Pauline Richers, 
Miss Sarah Mundy, and Miss Helen Michl. 

Standing, from left, are Mrs. Ernestine Sutterby, Mrs. 
Sara Johnson, Mrs. Barbara Beveridge, Mrs. Marie 
Roberts, Miss Doris Montgomery, Miss Mary Pool, Mrs. 
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Ella Foster, and Mrs. Esther Blumburg. Mrs. Sutterby 
organized the new Atlanta chapter. She was first presi- 
dent of NALW and a charter member of the Wichita 
chapter. 

Officers of the new Atlanta NALW chapter include 
Miss Richers, president; Miss Mundy, first v-p: Mrs. 
Rosenthal, second v-p; Mrs. Henderson, recording sec- 
retary: Miss Michl, corresponding secretary: Mrs. Ald- 
rich, treasurer. Mrs. Blumburg and Mrs. Foster are 
members-at-large of the board of directors. 
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* ... with the yield from Cumberland Masonry Cement 
and its adaptability to year ’round climatic conditions. 
Also we are enjoying many compliments from engineers, 
architects and army personnel on our success in matching 
the color of the Belden Gray Brick.” 


J. D. Fry, Superintendent 
Robert E. Maxey Construction Company 
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Our thanks to Mr. Fry 


That’s the sort of thing we are always glad to hear. Of 
course, we know how truly fine a product Cumberland 
Masonry Cement is—not only in yield and color, but in all 
: > ¥* ay tee 

iia tittle the requirements of high quality. And we’d like for 

Arnold Engineering Development Center, everyone else to know it, too. 

Tullahoma, Tennessee. > ae 7 : 

eae, eta Minas Chaiiniltin There’s no more convincing evidence of Cumberland’s 


Company, Lubbock, Texas. top performance than a satisfied user. On your next 
Architects: Marr & Holman, Nashville, Tennessee. job, try Cumberland. 


Cr tat 


PORTLAND CEMENT COMPANY 
Chattanooga Bank Building * ° Chattanooga 2, Tennessee 


High Early Strength 


Any quantity of Cumberland Masonry Cement willbe shipped in mixed carloads with other types of Cumberland Cement, 
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name an executive committee to 
serve this year. 

This committee includes prominent 
retail lumbermen from eight districts 
throughout the nation, plus a newly- 
created ninth district for Texas. H. L. 
Stokely, Frontier Lumber Co. in 
Brownsville, is the first representa- 
tive from this new district. 

The committee members include: 

District 1, John W. Dain, Dain 
Supply Co., Inc., Mahopac, N. Y. 

District 2, W. T. Spencer, Spencer 
Lumber Co., Gastonia, N. C. 

District 3, Charles Lampland, 
Lampland Lumber Co., St. Paul, 
Minn. 

District 4, Paul Ely, Ely-Hoppe 
Lumber Co., North Platte, Neb. 

District 5, A. J. Huddleston, Lake- 
side Lumber Co., Oswego, Ore. 

District 6, W. P. Harley, J. C. 
Baldridge Lumber Co., Alburquer- 
que, N. Mex. 

District 7, H. Park Arnold, Fox- 
Woodsum Lumber Co., Glendale, 
Calif. 

District 8, John Holmstrom, Skan- 
dia Coal and Lumber Co., Rockford, 
Ill. 

Two members-at-large are Fred R. 
Stair, Farragut Lumber Co., Knox- 
ville, Tenn., and Clyde A. Fulton, 
Colborn-Fulton Lumber Co., Char- 
lotte, Mich. Stair is serving another 
term as NRLDA treasurer, and Ful- 
ton is past-president. 





Get Set to Go! 











MID-SOUTH Fischer dealer conven- 
tion: February 11-12, Hotel King 
Cotton, Memphis. Exhibits. 


VIRGINIA Building Material As- 
sociation: February 18-20, Roanoke 
Hotel, Roanoke. Exhibits. 


MISSISSIPPI Retail Lumber Dealers 
Association: March 11-12, Heidelberg 
Hotel, Jackson. Exhibits. 


CAROLINA Lumber and Building 
Supply Association: March 17-19, 
Battery Park and Vanderbilt Hotels, 
Asheville, N. C. Exhibits. 

LOUISIANA Building Material 


Dealers Association: March 18-19, 
Jung Hotel, New Orleans. Exhibits. 


TENNESSEE Building Material As- 
sociation: March 24-26, Gatlinburg. 
GEORGIA Building Material Mer- 
chants: March 30-April 1, Hotel Bon 
Air, Augusta. 

ARKANSAS Association of Lumber 
Dealers: April 8-9, Hotel Marion, 
Little Rock. 


FLORIDA Lumber and Millwork As- 
sociation: April 16-18, Sherry Fron- 


tenac and Monte Carlo Hotels, Miami 
Beach. 


TEXAS, Lumbermen’s Association 
of: April 19-21, Municipal Pier, Gal- 
veston. Exhibits. 


SOUTHERN Woodwork Association: 
spring meeting, April 27-28, Jung 
Hotel, New Orleans, La. 


Tulsans Plan Program 


In planning another year, the 
Tulsa (Okla.) Home Builders As- 
sociation promised to strive to “hold 
the line” on new home prices during 
1953. 

The new president, Ed F. Rice, 
pointed out several problems that 
his group will attack. Among these 
are higher prices on new homes than 
old homes of the same market value, 
an antiquated building code, easier 
financing of GI homes, and possible 
consolidation of city and county 
planning commissions. 

Other new officers include Ed 
Cohen, vice-president; James G. 
Dossey, secretary, and Fred Swanda, 
treasurer. 

Cohen presented a life member- 
ship to Mrs. Violet Skaistis, head of 
Edanvi Builders and widow of 
Charles E. Skaistis, 1952 president 
who died of leukemia. Before his 
death, Skaistis organized a fund for 
leukemia research. 


Some of the uses for NOYO 
CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 
POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING - EXPOSED BEAMS 
LOG CABIN SIDING * RUSTIC AND DROPSIDING 
MUDSILLS * BULKHEADS + CURBING * CULVERTS * ARBORS 


GARDEN BENCHES AND STEPS + SEPTIC TANKS * KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 
Finish, Mouldings, Shop and all other Noyo products. 





Novo) REOWOOD) 


LUMBER 
LC | 





MEMBER: CALIFORNIA REDWOOD ASSOCIATION 


UNION LUMBER COMPANY 


Manufacturers 
620 Market Street, San Francisco 


NEW YORK 
2735 Grand Cent. Term. 


Mills at Fort Bragg, California 


—_— —— 


CHICAGO 
228 N. LaSalle St. 


——_ is 
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FIVE-YEAR 
WRITTEN 

GUARANTEE ALUMIN UM 

furnished with each unit 


No other 
STAIRWAY 


offers so much Y 


ALUMINUM 
NAILS 


RUST-PROOF , 


STREAK-PROOF ri : 4 
“Eile GriP AS 


ELIMINATE 
PREMATURE 
PAINTING 


Insulated Siding Nail 


FHA APPROVED 


Sypsum Lath Nail | 
ETCHED FOR 
GREATER 
HOLDING POWER 


folding attic ELIMINATE 


STAIRWAY COUNTERSINKING 
AND 


5 exclusive features PUTTYING 


1. Actuated by counterweights. 

- Operates on roller bearing which makes raising 
and lowering practically effortless. 

- Insulated door panel to prevent loss of heat 
to attic. 

. Full width safety treads. 

- Finest grade lumber and aluminum alloy 
construction. All parts secured by bolts and 
screws. 


Easy to handle - - Easy to install. Shipped in 1 package 
assembled. Requires no attic space. No adjustments, 
no springs. Fits all ceilings from 7 feet to 9 feet 9 inches. 
(Runners graduated, all you do is measure from finished 
floor to finished ceiling and saw off runners at desired 
height.) Accepted by F.H.A. Listed in Sweets. Specified 
by leading architects. Sold by more than 12,000 dealers 
in U. S. A. and Canada. 


Contact Precision Jobber for attractive prices. witt © ALUMINUMIEEE NICHOLS WIRE g ALUMINUM CO. 
PRECISION PARTS CORPORATION , DAVENPORT, IOWA 
400 North Ist St. Nashville 7, Tennessee 
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Texans Increase Group 
Insurance Benefits 


Because of the favorable experi- 
ence of the group insurance plan of 
the Lumbermen’s Association of 
Texas during the three years it has 
been in force, the underwriter, Pa- 
cific Mutual Insurance Co., recently 
increased benefits. 

Daily payment for a hospital room 
was increased from $8 to $10 for 
employees, and from $6 to $7 for 
dependents. 

Hospital extras were increased 
from $160 to $200 for employees, and 
from $90 to $140 for dependents. 

Diagnostic X-ray and laboratory 
examinations previously were paid 
up -to $25 for employees or depen- 
dents. Now maximum payment is 
$50 for each. 

Polio insurance enjoyed the great- 
est jump — from $1,500 to $5,000 
payment. 

Previously the group insurance 
plan did not include medical ex- 
penses. The new plan allows up to 
$93 payable to employees and de- 
pendents, at the rate of $3 a day 
while hospitalized. 


SCPI to Continue 
Brick, Tile Research 


L. S. Meyer, president of the 
Hydraulic-Press Brick Co. in St. 
Louis, Mo., was chosen president of 
the Structural Clay Products Insti- 
tute at the annual convention, held 
recently aboard the liner Queen of 
Bermuda. He has filled the presi- 
dential post since the death of C. 
Forrest Tefft last March. 

Other officers are Russel G. 
Eshenaur, vice-president, Reading, 
Pa., and George Gammie, treasurer, 
Chicago. Joseph J. Cermak, Wash- 
ington, D. C., continues as secretary. 

Members voted to renew research 
contracts and spent one day viewing 
displays of brick, tile, and mortar 
research projects. 


Mid-South Convention 


“Benefits of Jobber Distribution to 
the Dealer” will be described to re- 
tailers attending the fourth Mid- 
South dealer convention to be spon- 
sored by the Fischer Lime and Ce- 
ment Co. at Hotel King Cotton in 
Memphis on February 11 and 12. The 
speaker will be S. M. Van Kirk, 
general manager of the National 
Building Material Distributors As- 
sociation, of Chicago. 

Dealers from the Mid-South seven- 
state trading area will also hear 
Gates Ferguson, Celotex advertising 
director; Martin V. Coffey, Philip 
Carey sales manager, and Armand 
J. Gariepy, international motivation 
expert. 
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GEORGE W. KATTERJOHN 


Concrete Block Makers 
Form S. E. Association 


Members of the Southeastern 
Region of the National Concrete 
Masonry Association formed their 
own association at a recent meeting 
in Miami Beach, Fla. 

George W. Katterjohn, Paducah, 
Ky., was chosen first president of the 
new regional organization, the South- 
eastern Concrete Masonry Associa- 
tion. 

Other officers are M. E. Rinker, 
West Palm Beach, Fla., first vice- 
president; Frank L. Williamson, 
Winter Park, Fla., second v-p; Lewis 
Lloyd, New Orleans, third v-p, and 
William R. Ireland, Atlanta, Ga., 
secretary-treasurer. 

Directors are Herbert G. Jahncke, 
New Orleans; Carroll Strohm, Nash- 
ville; Maurice M. Orovitz, Miami 
Beach; C. I. Needham, Bradenton, 
Fla.; E. M. Barnes, Knoxville, Tenn.; 
Roy Pennell, Anderson, S. C.; Leon 
K. Camp, Columbus, Ga., and H. A. 
McGee, Orangeburg, S. C. 


Palmer Heads Materials 
Handling Institute 


New president of the Materials 
Handling Institute is Howard M. 
Palmer, of Lewis-Shepard Products, 
Inc., Watertown, Mass. He was 
elected at the annual meeting in 
New York City recently, with 125 
executives present. 

Charles B. Elledge, General Elec- 
tric Co., Schenectady, N. Y., is first 
vice-president, Walter E. Schirmer, 
Clark Equipment Co., Buchanan, 
Mich., is second vice-president. 

Palmer succeeded L. West Shea, 
of the Union Metal Manufacturing 
Co., Canton, Ohio, who became a 
director. 


Other 1953 directors, with the 
product interests they represent, in- 
clude: W. E. Allen, electrical acces- 
sories; D. H. Bitney, floor trucks; 
George R. Brockway, conveyors; 
E. J. Byrne, electric; J. W. Conklin, 
hand lift-trucks; G. J. Hanhauser, 
containers and auxiliary equipment; 
Wilbur Mayer, monorails; William 
H. Noelting, wheels and casters; M. 
G. Peck, powerized hand trucks; 
W. B. Renois, steel strapping; C. H. 
Strauss, pallets, and S. K. Towson, 
electric industrial trucks. 


New Kentucky Yearbook 


Handsome and useful is the plastic- 
hinged, 92-page 1952 yearbook of the 
Kentucky Retail Lumber Dealers 
Association, which has just been dis- 
tributed to members, advertisers, 
and other suppliers. 

This letter-size directory lists 
members by towns; associate mem- 
bers, and officers and directors with 
photographs. Its “Buying Guide” 
sections include a classified list of 
product manufacturers and distrib- 
utors, an alphabetical list of sup- 
pliers, and an alphabetical list of 
their representatives. 

Editor of Kentucky’s yearbook is 
Don A. Campbell, executive vice- 
president of the association and a 
dealer in Lebanon. 


No Hot Seat for Beauties 


A pleasing thought these wintry 
days is that the sun can get too 
warm in Texas, when lounging 
bathers sit by a swimming pool. 

This discomfort was eliminated 
recently when vermiculite concrete 
was used as topping on a wall 
around a San Antonio pool. Serving 
as a walk and a place to sit, this area 
is comfortable now because vermi- 
culite concrete does not absorb as 
much heat as ordinary sand concrete. 





Do something about taxes! 


If you haven‘t yet read it, turn 
back to page 16 and read the 
‘discussion by John W. Hanes 
i of “Opportunities for Tax Re- 
“duction.” It will help you to 
see how and why corporate and 
: individual income taxes should 
be reduced. 
¢ If you agree with these sug- 
gestions by Hanes, write for 
reprints of this article for dis- 
tribution to your employees, 
relatives, or business acquaint- 
ances. W. R. C. Smith will 
furnish up to five copies of this 
article free. Larger quantities 
available for 3 cents a copy. 
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WVAYS oMEW 
tr plywood profels 


HERE’s a big national promotion featuring eight new 
ideas for fir plywood built-ins that mean business for you. 

Big “Best Sellers” like the ad at left tell your customers 
how to get more room and livability with fir plywood 
built-ins. Campaign kicks off in Feb. 21 Saturday Evening 
Post, carries on through in Better Homes and Gardens, 
Living, Farm Journal and 9 leading builder magazines. 














Ads tell over 15 million readers to “see your lumber 
dealer for plans and plywood.’ And make no mistake— 
they’ll be around to help you play a merry tune on your 


Adv. No. 53-601-Regional 
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cash register. 


So be sure to tie-in for bigger profits. Order a full stock 
of fir plywood today . . . be ready to cash in on this powerful 


selling theme. 





ne 


useful grade for built-ins. 











Industry trademarks identify quality-tested fir plywood, help 
you make sure your customers get the right grade for the 
job. PlyPanel® (identified by trademark at left) is most 


® Douglas Fir Plywood Assoc. (DFPA) 


plywood profit pack helps you 


tie-into this powerful selling theme 


App punch to your selling with this new Plywood Dealer’s 8-Way 
Profit Pack. It’s a complete merchandising package to help you sell 
more plywood for built-ins. Get these new sales tools from your 
regular plywood supplier or send $1.00 to Douglas Fir Plywood 
Association, Tacoma 2, Washington. Here’s what you get: 


1. PLANS for your cus- 
tomers. (You can sell them 
for 10c each for extra 
profits.) Kit includes a supply 
of easy-to-follow plan 
folders for each of the eight 
built-ins featured in national 
advertising. 


2. COUNTER STAND to 
hold plans. Can be used on 
table or counter, hung on 
post or wall. Takes little 
counter space. Bright, at- 
tractive, sturdy. 


3. WINDOW BANNER— 
printed in two brilliant 
colors; measures 10”x36”. 
Tells customers you have 
plans. 


4. WALL POSTER— giant 
2-color blow-up of mag- 
azine ad. 


5. AD MATS—4 ad mats 
in various sizes. Use them 
to tie-in your newspaper 
advertising. 


6. RADIO COMMERCIALS 
—eight radio commercials 
ready to turn over to your 
local station. 


7. STAMPS — miniatures of 
window banner. Use them 
on letters, sales literature to 
tell your customers about 
plans. 


8. STATEMENT INSERT 
SHEETS—for handout or 
mailing to your customers. 
Sheets show sketches of 
built-ins. 
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RITE-PULL 


NO. 100 


The mark 


of ercellence 


Tris fine new Adams-Rite No. 100 combi- 
nation pull incorporates two flush pulls and an edge 
pull for use on sliding doors. The flush pulls are 
deeply recessed and the edge pull is equipped with 
a spring return. 

The pull is easily installed by merely notch- 
ing the door and is adjustable to fit doors from 1%” 
to 134” in thickness. The escutcheons measure 
3%” x 25%”. A cutout template is packed with 
each unit. 

Like all Adams-Rite quality products, the pull 
is made of solid brass...is available in seven 
standard finishes...and is hand polished. 


WRITE FOR COMPLETE INFORMATION 


QUALITY HARDWARE FOR NEARLY WAL A CENTURY 


ADAMS-RITE MANUFACTURING CO. 


S40 WEST CHEVY CHASE DRIVE, GLENDALE 4, CALIFORNIA, U S.A 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 


DEALERS in the NEWS 








KANSAS 


TURON: Don King, manager of 
the Haven Lumber Co. for over 12 
years, resigned January 1. He and 
his family moved to Reno, Nev., 
where he accepted a position with 
the Home Lumber Co. 


TOPEKA: Wayne Whelan, presi- 
dent of the Whelan Lumber Co., was 
named chairman of the 1953 Red 
Cross fund raising campaign for 
Topeka. He is a director of the Red 
Cross, Polio Foundation, and Family 
Service here. 


TENNESSEE 


KNOXVILLE: Cliff Sexton, vice- 
president of the City Lumber Co., 
is new president of the City Sales- 
men’s Club. 


CHATTANOOGA: The Davis 
Brothers Lumber Co. is a new firm 
here, located at 4011 Rossville Boule- 
vard. 


OKLAHOMA 


TULSA: The Long-Bell Lumber 
Co. opened its third Tulsa lumber 
yard and building materials store at 
6440 East Admiral Place. Formerly 
it was operated as the Highway Cash 
and Carry Lumber Co., a subsidiary 
of Long-Bell. Warren Pixley, of 
Perry, was named manager. 


TEXAS 


ANGLETON: A. E. Hervey, of 
Crockett, has bought the O. F. 
Adams Lumber Co. He announced 
that D. E. Vincent would manage the 
firm. 


BRENHAM: Ed Boettcher, Jr., 
manager of the Boettcher Lumber 
Co., has been named president of the 
Washington County Chamber of 
Commerce. 


SAN ANGELO: In one of the 
largest votes ever polled in a San 
Angelo city election, John Arm- 
strong was one of five to be elected 
to the Board of City Development 
for a three-year term. 


PLEASANT GROVE: Alvis Mart- 
in, manager of the Pleasant Grove 
Lumber Co., is new president of the 
Kiwanis Club here. 

FRISCO: A. H. Read is new man- 
ager of the Lyon-Gray Lumber yard 
here. He formerly was with Malcolm 
McCulloch’s Lumber Market in 
Houston. 


AUSTIN: Friends and personnel 


of the Calcasieu Lumber Co. recent- 
ly celebrated the 70th anniversary of 
its founding by William Sherman 
Drake, Sr. The highlight of the cere- 
mony was the lighting of a large 
candle by William Sherman Drake, 
III in honor of his grandparents. He 
is the son of Mayor and Mrs. W. S. 
Drake, Jr. 


PAMPA: E. V. Bowman, lumber 
dealer here, has been named chair- 
man of the 1953 Red Cross drive for 
Pampa. 


FORT WORTH: The Berry Street 
Lumber Co. held “open house” re- 
cently to show off its new office and 
display building. A large number of 
friends came in to congratulate 
Owner Ted C. Peters and Manager 
Bill Nelson ... The Richland Lum- 
ber Co. also has completed a big re- 
modeling program. 


GEORGIA 


ALBANY: Wallace Crouch, owner 
and acting head of the Crouch Lum- 
ber Co. here, is new president of the 
Albany Chamber of Commerce. 


ATLANTA: Miss Emma Billings- 
ley, owner and operator of the Build- 
ers’ Specialties Co., was honored 
recently with a salute as “Atlanta’s 
Woman of the Year in Business.” 
She started her building supply firm 
in 1928 with $5,000 capital. She com- 
mented that at that time many men 
seemed to resent a woman’s intru- 
sion in this field .. . Among lumber- 
men who attended the Eisenhower 
inaugural ceremonies on January 20 
in Washington were two young 
Georgians, Charles B. West, of the 
West Lumber Co., and Homer Starr, 
of the J. W. Starr and Sons Lumber 
Co. West was chairman of the 
Georgia Citizens for Eisenhower 
Committee, and Starr was vice- 
chairman. 


MISSOURI 


EXCELSIOR SPRINGS: The Glea- 
son Lumber Co. has a new addition 
with 2,400 square feet of space. 
Charles B. See will operate a cabinet 
shop there, making all types of mill- 
work. 


OVERLAND PARK: The Badger 
Lumber Co. has announced plans to 
build a modern new lumber yard 
here on U. S. Highway No. 69. Presi- 
dent A. T. Seaver said the new yard 
will replace a Badger installation on 
Westport road. 


WINDSOR: T. F. Wilson, with the 
Windsor Lumber Co. here for the 
last three years, has moved to Chil- 
licothe to manage the R. J. Hurley 
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—and clinch the sale with these facts about 


TEXACO’S TIME-TESTED, TOP PERFORMING 
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| Asphalt Shingles 


HEAVY DUTY @ FIRE-RESISTANT 
DOUBLE COVERAGE e TIME-TESTED DESIGN 
INTERLOCKING @ WIND-TIGHT 
LONG-LIFE @ LOW-COST 
GOOD-LOOKING 
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Sell TEX-LOK ... for new construction and re-roofing; for 
farm and commercial buildings, homes, schools, churches. 
This interlocking type shingle has been tested in every 
weather — and has weathered every test! Put all these 
facts before your prospects. When you sell TEX-LOK you 


sell top protection and top performance...make more 
satisfied customers. 


THERE'S NO BETTER 
SHINGLE VALUE 
ON THE MARKET TODAY! 


MEMBER OF THE 
ASPHALT ROOFING INDUSTRY BUREAU 
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Lumber Co. He was replaced here 
by Robert Gehrig. 


CALIFORNIA: J. R. Proctor has 
bought a $4,212.50 site for a park as 
a gift to the city in memory of his 
wife, who died in August, 1951. 
Proctor has been in the lumber busi- 
ness over half a century. He owns 
yards in California, Tipton, Clarks- 
burg, Jefferson City, Olean, Eldon, 
Meta, St. James, Dickson, Barnett, 
and Leeton. 


RIVERVIEW: The Charles C. 
Meeks Lumber Co., of Forsyth, has 
bought the Hudson-Combs Lumber 
Co.- here and has taken over its 


operation. Bob Hawk is new man- 
ager. The Meeks chain includes 10 
yards in Missouri. 

MARYVILLE: The I. A. Goodson 
Lumber Co. has bought the Parnell 
Lumber Co. here, including real 
estate, buildings, equipment, and 
stock, at public auction. 


VIRGINIA 


RICHMOND: Crawley F. Joyner, 
Jr., retiring state commissioner of 
motor vehicles, has joined the Mas- 
sey Building Supply Corp. He is 


chairman of the board. 





Millwork You Sell Is 


PENTA-TREATED 


WOOD PRESERVATIVE 
with WOODTOX & WATER REPELLENT 


WOODTOX-Treated Millwork 
may bear the NWMA Seal of 
approval or this brand: 


pTox TREATED 


of Lumber Company 


woo 


Name 


Insist that the millwork you 
sell is so branded to certify 
preservative treatment with 
WOODTOX. 


v WOODTOX Penta-treated millwork is 

longer-lasting, easy to install, economical to 
maintain. All the virtues of wood are re- 
tained, with shrinkage and swelling mini- 
mized, plus sure protection against decay 
and termites. There is no excessive heat loss 
or rust problem with treated wood. And 
initial cost is extremely modest. 


When you sell WOODTOX Penta-treated 
millwork everybody gains— you, your cus- 
tomers and his customers! 


Ack Your Millwork Gobber 


Booklets explaining the advantages of WOOD- 
TOX Treatment are available. If your millwork 
jobber doesn’t have them, write us direct. 


EXTRA COUNTER SALES! 


WOODTOX in quart and gallon cans, 
packaged in an attractive display 
carton, is a real sales builder. It 
virtually sells itself to home owners, 
builders and carpenters 


Ask For Prices 





WOODTOX complies with 
NWMA and Western Pine 
Association standards, and 
Army, Navy and Air Force 
specifications. 


, oe gain many definite competitive 
advantages for increasing sales and profits 
when you sell WOODTOX-Treated mill- 
work to builders because treated wood gives 
home owners a “‘best buy”’ for their money. 


Wood -Treating Chemicals Co. 


National Sales Agents For Monsanto 
Santophen 20 (Pentachiorophenol) 


5137 Southwest Ave. ° 


St. Louis 10, Mo. 








NORTH CAROLINA 


BURLINGTON: The J. C. Harris 
Lumber Co. has been incorporated 
with rights to deal in lumber and 
building materials. Authorized capi- 
tal stock was listed at $400,000. 


KINSTON: Julius B. Howell, Wil- 
liam E. Allen, and Thomas B. Griffin 
have incorporated the Kinston Build- 
ing Supply Co. Capital stock was 
authorized at $100,000. 

FAYETTEVILLE: The Cafe Fear 
Concrete Products Co. has been in- 
corporated by Robert M. Dinkel, 
A. V. Flock, and Roy Letterman. 


GREENVILLE: The Dunn Build- 
ing Supply Co. has been granted a 
charter of incorporation, with stock 
authorized at $100,000. Incorporators 
are W. G. Dunn, Wiley A. Dunn, and 
L. L. Gnagey. 


ARKANSAS 


ASHDOWN: The R. L. Johnson 
Lumber Co. opened for business re- 
cently. Raymond Johnson, manager, 
has had many years experience in 
the lumber and building supply 
industry. 


LOUISIANA 


LAFAYETTE: Owners of the pio- 
neer Hohorst Lumber Co. recently 
sold the firm to a group who formed 
Southwest Materials, Inc. The new 
firm offers “cash and carry” service. 
Horace B. Rickey, Jr., is president. 


MISSISSIPPI 


GULFPORT: The Mills Lumber 
and Supply Co. recently bought the 
Modern Builders, Inc., which has 
been operated here since 1946. A 
new crete-mix machine was added 
for concrete patching jobs... James 
Hagin, who has spent 10 years in the 
lumber business, has joined the 
Bailey Lumber and Supply Co. as 
assistant manager. 


OBITUARIES 


JAMES HADLEY MARTIN, 43, man- 
ager of the Benson Lumber Co. in 
Coffeyville, Kan., died early in Janu- 
ary. He leaves a wife, four sons, and 
two daughters. 

CHARLES J. RONEY, SR., 63, co- 
owner of the Bishop-Roney Lumber 
Co. in Louisville, Ky., died recently. 
He leaves a wife, four daughters, and 
three sons. 

D. R. (DICK) HALE, 78, general 
manager of the Hodges Brothers 
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One of America’s 
Leading Lines 


You wont miss 


a single sale 


with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 


Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 

All cabinets are finished in gleaming 
white, with lustrous black “toe rail” at the 
bottom. Tanks are made of heavy gauge 
steel, hot dip galvanized: a full 2 inches of 

ee insulation surrounds each tank and 
Laboratories, Inc. minimizes heat loss. 230/240 Volts A.C. only. 

These heaters are your answer to cus- 
tomer demand and increased profits. 

Phone, wire or write today for full infor- 
mation on this outstanding line. 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 
SALES REPRESENTATIVES 
J. A. LLOYD FACTORY SALES AGENT L. O. LEDFORD EXCELL ENGINEERING & SUPPLY, 
Warehouse Stocks Carried SALES AGENCY INC. 


375 Whitehall St., Ss. W. 2506 Lucena Street 311 Chickamauga Avenue 
a Atlanta, Georgia Charlotte, N. C. Rossville, Georgia P. O. Box 5083 
relephone LAmar 1977 Telephone 5-8258 relephone 89-5554 Indianapolis, Indiana 
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Lumber yard, died December 14 at 
his home in Olathe. He had served 
as a director of the Southwestern 
Lumbermen’s Association. Surviving 
are a wife, son, and two daughters. 


WALTER LEE BALDRIDGE, 84, 
died in Dyer, Tenn., December 26. 
He had owned and operated the City 
Lumber Co. here for 44 years before 
retiring three years ago. He is sur- 
vived by a wife and son. 

ED R. HENRY, 47, president of the 
Spartan Lumber Co., died of a heart 
attack December 27 at his home in 
Tulsa, Okla. 


W. H. GEMMER, 81, chairman of the 


board of the Texas Construction Ma- 
terial Co. in Houston, died December 
22. He and John A. Tanner organized 
the Gemmer and Tanner gravel pro- 
ducing firm in 1920; then in 1929 
he consolidated five gravel com- 
panies into his present firm. He 
leaves a daughter and two sons. 


COMET NELSON WILSON. 60, 
manager of the Paola Lumber Co. in 
Paola, Kan., died of meningitis 
December 18 in a Kansas City hos- 
pital. He leaves a cousin, with whom 
he had shared his home. 


C. A. ARMSTRONG, 68, vice-presi- 
dent and director of Curtis Com- 
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IT’S A NATURAL! 


MARLITE'S 
LUCKY SEVEN 
PROFIT PLAN 











HOME 


Brand new and loaded with SELL! Marlite’s new Lucky Seven Profit Plan. Everything 
you need to do a bang up promotion job and help you cash in on the big Marlite 
spring remodeling market. Put this Marlite plan to work. Reach the many Marlite pros- 
pects in both homes and businesses in your city! 

. . TODAY .. . for complete details 

on this sensational, new Marlite Lucky Seven Profit Plan. 


MARSH WALL PRODUCTS, INC., Dept. 297 Dover, Ohio. Subsidiary of M ite Corporation 
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panies, Inc., Clinton, Iowa, manu- 
facturers of millwork, died on 
January 2. He had also been presi- 
dent of the C. F. Curtis Co., Inc., and 
was vice-president and director of 
the City National Bank of Clinton. 
Surviving are a wife and daughter. 


HENRY O. SCHOOLFIELD, SR., 75, 
died Christmas day of a heart attack 
at his home in Mullins, S. C. He and 
his brother, the late S. Hughes 
Schoolfield, moved to Mullins about 
50 years ago and organized the Mul- 
lins Lumber Co. Later the company 
expanded and made furniture under 
the name of Schoolfield Industries, 
Inc. He leaves a widow, daughter, 
and two sons. 


HAROLD H. NORMAN, 53, manager 
of the Parma Lumber Co. in Parma, 
Mo., was killed accidentally while 
hunting deer recently. He leaves a 
wife, two sons, and daughter. 


A. U. FISHER, 59, Miami, Okla., city 
street commissioner and owner of 
the Fisher Lumber Co., died January 
7 from a heart attack he suffered 
while at work. He also had lumber 
interests at Seneca, Mo. He leaves a 
wife, daughter, and three sons. 


M. STOWERS, 84, lumber pioneer of 
Harriman, Tenn., died December 4. 
He was founder of the Stowers Lum- 
ber and Manufacturing Co., now 
operated by his sons. He also was 
president of an ice and coal company 
and was associated with the Mont- 
gomery Oak Flooring Co., Ever- 
green, Ala. He leaves a wife and 
four sons. 


SANFORD H. BOLIGER, 97, veteran 
lumberman, died December 16 after 
a long illness. He founded the S. H. 
Boliger Lumber Co. in Shreveport, 
La., in 1888 and once owned and 
operated sawmills in Texas, Ar- 
kansas, Mississippi, Alabama, and 
Louisiana. 


JOHN T. WILSON, 75, died in Pine 
Bluff, Ark., December 11. Until his 
illness last July, he served the 
Standard Lumber Co. He was as- 
sociated with several Arkansas and 
Louisiana lumber firms and served 
as a justice of the peace. He is sur- 
vived by a wife, son, and three 
daughters. 


EDWARD O. DORSEY, 81, president 
of the Fred G. Jones Lumber Co. in 
Louisville, Ky., until he retired in 
1940, died December 7 in Sarasota, 
Fla. He leaves six daughters. 


HERBERT W. KESSLER, 61, owner 
of the Kessler Lumber Co., died 
December 14 in Wichita, Kan. He 
leaves a widow. 


E. F. McGINLEY, 67, purchasing 
agent for the Hillyer-Deutsch-Ed- 
wards Lumber Co. in Oakdale, La., 
died last month of a heart attack. He 
served 25 years as chairman of the 
Allen parish American Red Cross. 
His survivors include a wife, son, 
and daughter. 
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Perfectly Suited to “Jeday's American Home 


NEW, Wie RANCH TYPE 


Casings mitre cut with Screw-Tite joints. 
Casings bored for screws — screws 
furnished. 

Stool and apron returned. 

Stops mitred. 

Smooth fine lines. 


Carton ‘Packed — (Window 
and Door trim one side to 
carton) 


Ponderosa Pine — Nails with- 

out splitting. 

Made for Thrif-T Units. 
SCREW-TITE 


". MITRED JOINTS 
>): SAVE TIME 


MULLION CASING 154” wide 


BASE 
34” wide 


Base fits 
against 

casing — No 
blocks required 
on door trim. 


— while insuring accurate 


and tight fit. Casings bored 
for screws—screws furnished 


SHOE 
7/16” x 9/16” 


wt Wonre-far-the- Wloaey FAVORITE 


Bi co antl ——— "7 


Thrif-T 








Set up—completely weatherstripped 
—sash and screen installed — all 
hardware applied — READY TO PLACE 
IN WALL. 


Sash Glazed, screen wired, anchor stripped for secure setting in wall. 
Made to set between blocks, NO CUTTING OF BLOCKS NECESSARY. 


TREATED FOR LONG SERVICE LIFE. 


STOOL % 


TRIM 


WINDOW & DOOR 
STOP — 4” wide 


so 


” x 22" Full 








Furnished one size* — 
Takes care of 95% of 
jobs. 

Easy, time-saving instal- 
lation. 

Generous size admits 
bulky furniture. 

Nothing to get out of 
order. 

ALL HARDWARE 
INCLUDED. 


Makes otherwise wasted attic 
space fully useful for safe, dry, 
clean storage. 


*Ceiling Opening 2’-4” x 57-6” 
(for 87-0" or 9-0” ceilings) 


No. 960-R 
CORNER CHINA 
oy.) 3 


Early sémerican Design 


This delightful Corner China Case combines fine 

craftsmanship with master designing to achieve 

utility, beauty and distinction. 

@ Furnished 2’-11” wide, 7’-4/2” high — 
COMPLETE WITH ALL HARDWARE. 

@ Semi-assembled, carton packed. 





Thrif-T PICTURE 
WINDOW UNITS 


Other 
Thrif-T 
WOODWORK 
for the 
HOME 


RANCHO 
DECORATOR DOORS 
e 
Thrif-T 
WINDOW UNITS 
— 

Thrif-T 


SINGLE and TWIN 
CASEMENT UNITS 


Thrif-T 
RIBBON UNITS 
e 


“"4in 1° 
ENTRANCE FRAME 


QUALITY 
and BEAUTY 
at an 
ATTRACTIVE 
PRICE 


Thrif-T 
"8 in 1° MANTEL 
2 


E-Z-UP OVERHEAD 
GARAGE DOOR UNITS 
(8-0 and 9-0 Openings) 

* 


Thrif-T 
WARDROBE 


**10 in 1°° 
ENTRANCE FRAME 
” 

No. 1332 
ATTIC LOUVRE 
o 


MT. VERNON 
MANTEL 





Distributed 
through the 
Leading Millwork 
Jobbers to the 
Retail Lumber 


Dealer M I 


@ UA ete 
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HOO-HOO 
LOG 


KANSAS CITY, MO.: Eight Hoo- 
Hoo clubs in Jurisdiction 7—Corpus 
Christi, Dallas, Gurdon, Houston, 
Kansas City, Pan Handle, St. Louis, 
and San Angelo—made their Christ- 
mas party a real “Cliff Schorling 
night.” After summoning Cliff and 
his wife Anna to the microphone, 
the Southwestern Lumbermen’s As- 
sociation’s John F. Miller dropped 
the Christmas-wrapped package he 
was holding. A tinkle of glass in- 
dicated that “it” was broken, and 
John appeared extremely embarrass- 
ed. Then two Cats rolled in the real 
present on a dolly — a large tele- 
vision set. In connection with his 
duties as Supreme Gurdon and Su- 
preme Jabberwock, Cliff visited 24 
Southwestern towns during the last 
two years to help pep up Hoo-Hoo. 


OKLAHOMA CITY, OKLA.: On 
December 4, 98 prospective Kittens 
and Cats up for reinstatement met 
to revive the Order of Hoo-Hoo here. 
Lumbermen who instigated this re- 
organization are Kyle Duncan, 
Dierks Lumber and Coal Co.; Ed 
Linn, U. S.-Mengel Plywoods; Floyd 
Shaw, Floyd Shaw Lumber Co.; 
W. C. Warren, Sooner Sash and Door 
Co.; Carl Hadlock, Barney Stewart 
Wholesale; Herbert C. Adams, Her- 
bert C. Adams Co.; Al Mason, Mason 
Lumber Co., and Bill Morgan, Okla- 
homa Lumbermen’s Association. 
A big concat was held January 9. 


MIAMI, FLA.: The Greater Miami 
club has made plans to join the 
Florida Lumber and Millwork As- 
sociation in this district to sponsor 
a Southern Pine Grading School this 
spring. 


GALVESTON, TEX.: The Pan- 
handle Plains Club No. 8 is making 
big plans for the April convention of 
the Lumbermen’s Association of 
Texas. The Cats will be the official 
hosts. Their president, Horace Scott, 
is general chairman of the plans. 


TAMPA, FLA.: Program Captain 
H. A. Almand, Jr., presented three 
movies on football games to fellow 
Cats at the December meeting of 
Club 56. Hamill, Fleishel and Co. 
served refreshments. Vicegerent 
Snark B. Frank Edwards, circulated 
copies of proposed changes in Florida 
lien laws. 


ST. PETERSBURG, FLA.: Hoo- 
Hoo Club 64 enjoyed a movie on 
Western woods at a recent meeting, 
shown through the courtesy of Dant 
and Russell, Inc. They will swell 
their membership with a big Concat 
soon, 
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HALLIE JOHNSON, public relations 
director of the “swank” Oklahoma 
Club in Oklahoma City, nearly kept 
“Paul Bunyan” out. After recogniz- 
ing him as H. R. Backus of the 
Gordon White Lumber Co., she let 
him enter for the largest Hoo-Hoo 
concatenation ever held in the state. 
Over 150 members and kittens at- 
tended. Also present on January 9 
to initiate the 92 kittens were such 
promineni Cats as Ben Springer, 
international secretary; Lynn Boyd, 
Rameses 43; “Windy” Oldham, Su- 
preme Junior Hoo-Hoo, and Charles 
Grief, Amarillo past-president. 


Open-End Mortgage 
Procedure Explained 


How and why retail building ma- 
terial dealers should use the Mort- 
gage Advance Plan as a profitable 
selling tool is explained in a new 
folder published by the National Re- 
tail Lumber Dealers Association. It 
is entitled “If You Are Looking for 
More Home Modernization Busi- 
ness. 

The advantages of this open-end 
mortgage plan for the dealer and his 
customers are detailed in this folder. 
It lists three title companies which 
have agreed to search titles at a low 
cost when funds are advanced by 
holders of mortgages to finance 
modernization jobs. 

Dealers are urged to take or send 
the folder to mortgagers in their 
area to determine whether and on 
what terms each lender is willing to 
make these advances to home-owners 
whose mortgages they hold. 

The folder points out that “month- 
ly payments are lower (this way) 
because the loan carries the same 
interest rate as the mortgage and 
because the advance is paid off over 
a long period.” 

Further, “it has been estimated that 
the annual volume of home moderni- 
zation and repair work easily could 
be doubled if everyone concerned 
was familiar with the Mortgage Ad- 
vance Plan and if lenders were will- 
ing to offer its advantages wherever 
justified.” 


Alabama Firm Sells 
Hog Houses by Carload 


A progressive Alabama wood-prod- 
ucts producer — the Herman A. 
Keeton Lumber Co., in Red Bay — 
is going after customers in Indiana! 

Last summer Keeton bought out 
the old Smith Lumber Co., which 
included a crating plant. Soon after 
that, he obtained specifications for 
hog houses from an Indiana sales- 
man and shipped a carload of pre- 
fabricated, packaged units into the 
corn belt. 

Three carloads of the pre-fabs had 
been shipped by mid-November, 
with many unfilled orders still on 
file. 

These hog houses are designed to 
be set on hardwood skids. They are 
made in two sizes, 6x6 and 6x7 feet. 
Vertical pine sheathing and conven- 
tional rafters of light dimension are 
cut to specification and each piece 
of the assembly given a number. 
Mixed hardwoods are used for the 
skids. 

The purchaser hammers and nails 
the pieces together. Then, he adds 
roofing, which is not supplied with 
the pre-fab unit. 


Head World C. of C. 


Warren Lee Pierson, board chair- 
man of Trans World Airlines, is new 
chairman of the United States Coun- 
cil of the International Chamber of 
Commerce. He took office January 
1 for a two-year term. 

Named as _ vice-chairmen were 
Sigurd S. Larmon, president of 
Young and Rubicam, Inc.; Thomas 
H. McKittrick, senior vice-president 
of the Chase National Bank; Clar- 
ence B. Randall, president of the 
Inland Steel Co., and James D. Zel- 
lerbach, president of the Crown- 
Zellerbach Corp. 

S. Sloan Colt, president of the 
Bankers Trust Co., will serve again 
as treasurer. 


Products of Future 
To Be Shown in Atlanta 


Many new market products of the 
future will be shown at a techno- 
logical show open to all business- 
men, without charge, in Atlanta, Ga., 
February 11-13, at the Biltmore 
Hotel. 

The Field Service of the United 
States Department of Commerce is 
sponsoring a series of these shows 
throughout the nation. This is the 
first exhibit to be presented follow- 
ing an initial showing in Chicago. 

Featured at the Atlanta show will 
be some 3,000 government-owned 
patents now ready for free use in 
commercial channels. 
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Ogee and Half-Round, 
smooth or stipple- 
embossed. 


A The Glamor Gutters with 
that Quick-Sell Gleam! 


vsectancs REYNOLDS (me 7 ALUMINUM 


rustproof gutters! 


®@ Need no painting — 
permanently beautiful; 
cannot cause stain! 


®@ No soldering — custo- 
mers pick ‘em up, put 


‘em up themselves! 
Watch that “I buy” gleam light up in a homeowner’s eye 


ER PROFIT-MAKERS - ee when he sees these gutters...either in your full-length 
stock or in the handsome sample-section display (check 
minum Reflective coupon for details on this). They’re a take-home deal 
~eulation ™ ..he can put ’em up himself. That means quick turn- 
fect vaP re ; “member, it rains everywhe 

High efficiency plus perier Rolls over, fast profits. Remember, it rains everywhere...the 
gutter market is big. Stock Reynolds Lifetime Gutters 

.. Show ’em...watch them sell! Mail the coupon. 


STOCK THESE OTH 


Reynolds Alu 


a Reynolds Metals Company, Building Products Divi- 
j a sion, Louisville 1, Ky. 
Reynolds Lifetime ATE 
minum Nails—rustproo” af a 
non-staining. Nearly ee - Ee hee : 
times oS many nails a : < f / Mail This Co on 
pound. In handy ane eS ( up 
te Serebner kegs- Poesooononsaseeesree 





Reynolds Metals Company, 2036 So. Ninth St. 

Louisville 1, Kentucky 

Please send me full information on 

[-] GUTTERS AND DOWNSPOUTS [] NAILS 

pap [] REFLECTIVE INSULATION [FLASHING 
item. Also i 

por sheet. 


selling take- 
n rolls 
NAME 


COMPANY NAME 








ADDRESS 


8 See ee ee eee ee eed 


pow tn nn ww we ee eee 





REYNOLDS ALUMINUM 


SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, N Network. HEAR “Fibber McGee and Molly,” | ays, NBC Radio Network 
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WOOD INTERIORS 


From page 25 


clear paneling gives full play to 
the pattern in the wood grain. 

Color inherent in the wood is 
most beautiful when it is most 
nearly natural. The only good rea- 
son for putting a finish on panel- 
ing is to make the cleaning easier. 
Some finishes, like enamel, will 
cover the wood grain. Other “nat- 
ural” finishes leave the grain visi- 
ble, but nearly always darken the 
color of the wood. 


The beamed ceiling is regaining 
its popularity for a new reason. In 
a home, beams used to be associ- 
ated with mansions and massive 
study rooms on a feudal scale; but 
now a plank and beam ceiling rep- 
resents an economical method of 
construction since it uses less lum- 
ber, less labor, and actually is 
stronger than conventional wood 
ceiling and roof construction. 

The advantages of a wood floor 
are often not thought of because 
wood is customary. But wood de- 
serves such acceptance. The pri- 
mary consideration in a floor to be 





There’s more money in it for you—as well as 
the builder—when you sell him on using pre- 
cision-made Complete Window Units assem- 
bled by the mill or your jobber. As thousands 
of builders have already learned, these are a 
few of the advantages he’ll gain: 


e They guard against waste of materials 

e They eliminate time-wasting assembly on 
the job 

e@ They make it easier to meet tight com- 
pletion dates 

e@ They assure better, sounder, more accurate 
building 


It’s a matter of simple arithmetic! When a 
builder once uses these ready-to-ins 
blies and finds out they save him material, 
time and money, he’s going to continue to 
use them. That’s why it’s good—and profit- 
able — business for you to sell Complete 
Window Units. 


Get Them From Your Millwork Jobber 


Published in the interest of 
better and more economical 
building construction. 


Wy f° 


METAL WEATHERSTRIP CORP. 
6343 ETZEL AVE., ST. LOUIS 14, MO. 


assem- 





seen is its beauty. A wood floor can 
be laid that will please the eye 
with rich color or cool blondness. 
Some woods offer interesting pat- 
terns; others, a sleek matching uni- 
formity. 

The hidden qualities in a wood 
floor include wearability, insulat- 
ing value, and resiliency. Of these 
wearability is often over-empha- 
sized because actually it is the 
finish that takes the wear. The 
hardwoods, such as oak, maple, 
and pecan, excel in wearability. 
But the housewife who intends to 
maintain her floors might find im- 
portant economy and beauty in a 
softwood floor. 

The insulating value of wood on 
a floor is important because it 
keeps the winter cold of basements 
or outside air from entering, yet 
keeps the inside heat where it be- 
longs. This also means a warmer 
floor — very important when chil- 
dren are to be considered. Wood 
will keep the heat out in summer, 
and the all-wood house will be 
many degrees cooler. 

The resiliency of a wood floor 
is most apparent to the housewife 
who is on her feet most of the day. 
While not apparent to the casual 
observer, the “give” in a wood 
floor is much more restful. 

Some floors are seldom on dis- 
play in a home, such as in closets 
or second-story bedrooms. A floor 
may be carpeted wall to wall, or 
covered with linoleum and never 
be seen. Real economies can be 
realized by using softwoods in 
these places, and even lower-grade 
softwoods under other floor cover- 
ings. 

Wood in the kitchen cabinets 
and paneling is considered very 
modern, but actually this is a re- 
version to what grandmother knew 
was best all along. Grandmother 
enameled her wood cabinets, 
though. The modern homemaker 
puts a durable new “natural” 
finish on her cabinets, and thereby 
enjoys the beauty of the pattern 
in the wood. Kitchen cabinets of 
“hospital whiteness” have lost 
much of their popularity to the 
more colorful, livable kitchen 
which features either the pattern 
and color of the wood, or else takes 
advantage of the ease of painting 
wood. 

Colors in a wood-cabineted 
kitchen can easily be changed. 
Another advantage is that a wood 
cabinet can more easily be re- 
modeled or moved. Any carpenter 
can do such work. Workers with 
other materials are less available 
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GILT- WELL 


Wit 


WEATHERTIGHTNESS fo save fuel and EASY 
OPERATION fo save irritation make BILT-WELL SUPERIOR the 
outstanding window of it’s type. 


BILT-WELL SUPERIOR WINDOWS give you TWICE the protection against air in- 
filtration as required by American Wood Window Institute’s Specifications by Actual Tests. And, 
Superiors require only 1 /10th the lifting effort of most other effectively weatherstripped windows. 
Yes,—Superior’s patented Jamb-liner is the secret. This exclusive feature provides flexibility 
which insures both finger-tip lift and snug-fitting windows. And “Superiors” are counter-bal- 
anced with guaranteed overhead spring balances. These fine features are permanent, no adjusting 
or servicing. NO OTHER WINDOW IS COMPARABLE! 


The Bilt-Well Line of Building Woodwork (everything for the home) is made of clear, kiln-dried Ponderosa Pine. Essent: 
ally all exterior products are toxic, water-repellent treated in accordance with National Woodwork Manufacturers Associ- 
ation Standards 


CARR, ADAMS & COLLIER CO., Dubuque. lowa 


Manufacturers of the Famous BILT-WELL Line @ Superior Wood Window Units @ Clos-tite Casements @ Nu-Style & 

Multiple-Use Cabinets @ Carr-dor Garage Doors @ Combination Doors @ Screens & Storm Sash @ Basement Unit 

Windows @ Shutters @ Exterior Doors @ Interior Doors @ Entrances @ Louvers & Gable Sash @ Corner China Cabinets 
@ Ironing Board Cabinets @ Mantels @ Telephone Cabinets @ Stair Parts 


The exclusive “SUPERIOR” Jamb Liner 


WELL 
ERNE: 


BILT-WELL 


Superior Windows 


. « » Sold by These BILT-WELL ‘‘Superior’’ Unit Distributors 


Building Supplies Corp. Byron Sash & Door Co. Carr-Adams Mfg. Co. Carr-Adams Mfg. Co. Combs Lumber Co. 
Norfolk, Va. Louisville, Ky. Jonesboro, Ark. St. Louis, Mo. Lexington, Ky. 


Lamb Sash & Door Co. Miller Millwork Corp. Neal-Blun Company Radford & Sanders, Inc. 
Amarillo, Texas Charlotte, N. C. Savannah, Ga. Baltimore, Md. 


Sweetwater Sash & Door Co. Tenessee Concrete & Supply Co. The Tennessee Glass Co. Warren Brothers Company 
Sweetwater, Texas Knoxville, Tenn. Nashville, Tenn. Nashville, Tenn. 
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and in general demand higher pay. humid air. Being non-conductors In the long run, the home-owner 
A refreshing and truly different of heat, wood windows will be is concerned with the maintenance 
kitchen floor seen nowadays in cooler in summer and warmer in expense and “elbow grease” it 
“showplace” ranch-type homes is winter, with a minimum of con- takes to keep his home clean and 
a “natural” finish wood flooring, densation of moisture on the win- attractive. 
sometimes’ with random widths dows. Protected with paint, the 
and pegs. The finishes resist wear wood does not swell and contract 
and moisture, and the effect is with temperature changes. Resilient Gym Floor 
perfect harmony with the informal Wood frames can easily take 
mood of “ranch house” archi- drapery and curtain hardware. Lee Robinson, well-known lum- 
tecture. Wood is easily painted to harmo- berman who heads the Mobile River 
Wood sash, doors, and frames nize with interior and exterior Sawmill Co. in Mt. Vernon, Ala., 
are customary in a home because color schemes. Remodeling or re- donated enough pecan flooring to 
in these places wood performs well pair of wood sash and frames is Georgetown University in Washing- 
“ ‘ ; ate : ; : re ‘ ton, D. C., to cover its gymnasium 
under trying conditions. Inside the comparatively simple and inexpen- floor. His son, Lee, Jr., is an alumnus 
home, moisture is present in the sive, too. of Georgetown 
Coach Buddy Jeannette said this 
resilient flooring could mean an 
extra four to 10 points a game for 
TANCE BETWEE Georgetown’s basketball team. The 
THE SHORTEST DIS “spring” comes from both the physi- 


cal properties of pecan, plus the fact 
ana = SLETE LINE that the finished flooring rests on 
eee A COMP wooden “sleepers” rather than on 
a concrete base. 
STONEWALL cating 
meen ae A COMPLETE LINE 
--.a tough, low cost ae Old American 


wall covering, es- 





Painted Wrong House! 


pecially adaptable : ‘osts money to paint a house— 
for farm buildings. (-/ir se assestos—cement SIDEWALLS aa the Cae ant ca 

PANELSTONE and ROOF SHINGLES _ Painter J. H. Guido was ordered 
<ngeenin conedy, “AG 2 ‘ in an Albany, N. Y., court recently to 
board for either in- Pat ai Take your choice of these pay $150 for scraping one side of a 
teriors or exteriors bo ee WANS Udi practical, attractive and house here before discovering he 


«-. wherever rugged . . : 
service plus econo- [i§))) O\ . 7, ~ 1 economical sidings and was supposed to paint a home with 
t eee the same address—only in nearby 


my is needed. 
TRADITIONAL |) Y roofings, made of fire ma 
SHINGLES os =<! and weather resistant 


~-faithfully duplicate the ro % me. asbestos-cement, to 
mellow beauty of season- is ah . - 
ed wood...at lower cost. ; us meet every need, 1952 Coal Annual 
HEXAGONAL SHINGLES ; : 
.--have attractive hexago- x i? The Bituminous Coal Institute, 
— shape that takes less i Southern Building, Washington 5, 
aborand material to apply. , ri : ‘ * 
DUTCH LAP | , cinta D. C., recently released its 1952 
ig ie iliac atucaiiee Se Haan “Bituminous Coal Annual.” 
SHINGLES AOL iE It reviews industry operations 
paenii want-sutened atti ed aun eet during the past year, showing a table 
ri armin ¢ : i ot oan f ° ° . 
Dutch Lap Design. The side heen unt Boe iA of significant changes. It also gives 
and headlap method of ap- ia eed Ui sacl a state report for each of the states 
plication gives full weather 5 ies iad LRA tpt ” \ Hain : : 
: ; i Ma a AANA ea most richly endowed with coal. 





protection with economy 
of labor and material. 


STRAIGHT EDGE 
SIDING 


oe ay to the long, low lines — 
of the modern ranch type a OE A en ne Do something about taxes! 


residence...wood textures. et : 
WAVELINE SIDING — ) eR WERT Mat If you haven‘t yet read it, turn 
«.wavy-edge shadows add depth ’ He ie} 1 1 back to page 16 and read the 


and pleasing appearance. Attract- : ‘i ; wee 4 a ® 
ive wood-grain texture. eS eae ae THA te | discussion by John W. Hanes 


COLOR-TEX SIDING el Hy te Viaeate ta of “Opportunities for Tax Re- 
..With the really natural look that simulates : eh a iy , duction.” It will help you to 
the charm of expensive wood shakes...express- ’ ph : bigs see how and why corporate and 
es the modern trend to color and texture. individual income taxes should 
be reduced. 
aaa ee sivas by Henes, write it 
Literature an ges 4 : 
Catalog Sheets, es SOURCE reprints of this article for dis- 
Asbestos Price ~ , CONVENIENCE 2 tribution to your employees, 
Write Today to. -- relatives, or business acquaint- 
ances. W. R. C. Smith will 
swe 1b AMERICAN furnish up to five copies of this 
article free. Larger quantities 


Old American Roofing Mills available for 3 cents a copy. 


Kansas City, Mo. E. St. Louis, Ill, Salt Lake City, Utah Fort Worth, Tex, 
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Core Assembly 
starts here. 


Une your General Gobber 


Buying a big stock of doors in order to earn a discount 


may provea costly economy. But, when you use the 


General Jobber-Distribution plan, your door stock is 


“liquid”, with no capital tied up in slow moving sizes and 


styles. You make a positive profit on sales, 


instead of a speculative profit on purchasing. 


general door quality is an “inside job” 


KT ae OBR AC ts ~~ gla 


Pepe omen 





_nnwislpatiyiiiaemaenltien es 


casein tc 
eenensins 


FEBRUARY, 1953 . . 


The panels on General Gibraltar 
and Kentucky Colonel Doors re- 
main permanently parallel and flat 
because the core is the strongest 
cylindrical fibre support known to 
the industry. Inert 3” fibre rings are 
precisely spaced 11/4” apart, and the 
whole assembly is bonded with gen- 
erous spreads of highest grade 
glues, pressed under a half million 
pounds pressure. No wonder they 
withstand the thunderous tread of 
an elephant! 


Consider these other reasons for 
General quality: 

THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 
MOISTURE CONTROL— Lumber 
is dried to a limit of 5 to 7% mois- 
ture in General’s own giant kilns. 
Secretly processed to relieve grain 


stresses. Warpage is eliminated. 


THREE-PLY PANELS — 3314% 
thicker than most door panels— 
made to rigid standards under our 
control. General’s huge veneer 
plants are devoted exclusively to 
General Door panels. 


HOT PLATE PRESSED — Glues 
are driven deep into panels, frames 
and cores with more than a half 
million pounds pressure, and then 
set by heat for all time. 


BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer .. . from panel 
to finished door . . . every step in 
the manufacture of General Doors 
is quality-controlled and inspected. 
General’s extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 


GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the “Elephant Test” 
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OUTSIDE SALESMAN 
From page 20 


tion and cost of certain improve- 
ments or additions to existing 
homes and other structures. 

In between these engagements, 
he drives systematically through 
certain sections of our trading area 
on certain days searching for pros- 
pects for improvements and addi- 
tions. He goes up and introduces 
himself and makes his services and 
wares known. He offers to help 


plan and figure certain structural 
modernization. He emphasizes the 
quality and advantages of the ad- 
vertised merchandise our firm sells. 
Where desirable he explains the 
availability of monthly terms. 
When needed, he puts the custo- 
mer in touch with proper me- 
chanics or lines them up to handle 
the job under Lakeland Lumber 
Company responsibility. While the 
work is in progress, Criswell drops 
by to see that it is done right. 
After the job is completed, our 
salesman goes back to check the 























Salt is thrown on the kiln fires; sodium vapors combine 
with the white-hot pipe to form a surface of pure glass. 














Why a fully salt-glazed clay sewer pipe 
is easier for Dickey Dealers to sell 


The overall salt glaze you find on every length of Dickey 
clay pipe is an important sales point for you. This type of 
glaze is not a coating, but a change in the chemical nature 
of the pipe surface itself. A hard-wearing surface of heavy 
glass is created—brighter, smoother, and self-scouring. Dirt 
is not trapped on this slick surface. The all over glaze is 
visual proof, too, of exceptionally hard-burned pipe. It’s 
another advantage of selling Dickey! 


If it's made of clay it’s good...if it’s made by Dickey it's better 


Dickey Sanitary 


Salt-Glazed Clay Pipe 
ALWAYS IN DEMAND 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., San Antonio, Tex., 
Texarkana, Tex-Ark, 





results and to point out good use 
and maintenance suggestions to the 
customer. This interest is appre- 
ciated by the customer who then, 
or thereafter, comes out with the 
name of one or more friends or 
neighbors who are prospects for 
similar purchases from Lakeland 
Lumber! 

Contented customers are the best 
advertisements we or any other 
firm can obtain. But they are avail- 
able only through the delivery of 
sincere and _ satisfactory service 
along with a bill of goods. 

This packaged selling of home 
improvements and additions is the 
most profitable kind we do, for 
practically every material used in 
such jobs is figured in the total 
sale at regular mark-ups. You don’t 
have to match or cut the prices of 
other dealers, who are merely fill- 
ing orders and not selling, when 
they trim prices for item shoppers. 

Our employee turnover is almost 
zero. A major reason for this is 
that we try to be generous and 
fair with them in the sharing of 
profits. All are paid a livable base 
salary and each is given a portion 
of the annual bonus fund, which is 
30 per cent of net profits before 
taxes each year. The amount each 
employee receives is dependent up- 
on his production of sales and 
satisfied customers. 

With an outside salesman we’re 
getting our full share of the local 
material business. Without one we 
would be losing most one-time, and 
many repeat, customers to the ap- 
plicators and the price-shavers. 


DAIRY BARNS 
From page 26 


farmers is 12 cows. Average in- 
come per week with Grade A milk 
is $171 per week. 

“The barns are plastered inside 
as nicely as a home, and are 
painted a semi-gloss with enamel. 
Windows let in light and fresh air.” 

Professionally-engineered con- 
struction plans for dairy barns and 
other farm structures are prepared 
and published by Oklahoma A. and 
M. College. The Oklahoma Lum- 


‘bermen’s Association obtains and 


distributes copies to its dealer 
members. 

Similar barn plans, designed 
to match local agricultural and 
marketing regulations, are avail- 
able through the U. S. Extension 
Service at most other state agri- 
cultural colleges. 
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Ernie Halamicek, President of the Material Service Company, 
Brentwood, Missouri— prominent Ready Mix Concrete producer 


agrees... 











“There's nothing 
about concrete mixes!” 


Like most Ready Mix Concrete producers . . . 
who supply concrete to a wide variety of con- 
struction . . . Ernie Halamicek knows that air 
entrainment, correctly used, can give him a mix 
that meets specifications exactly. He also knows 
that because no two concrete jobs are exactly 
alike . . . sole reliance on any air entraining 
cement to achieve the proper degree of air en- 
trainment in every concrete mix is a mistake—a 
mistake he never makes. 

Ernie can tell you how easy it is to bring the 
many advantages of proper air entrainment to 
all of the air entrained concrete that you mix 
... by simply following the ‘‘prescription”’ 
method —adding the required amount of any well 


Marquette Comment pa 


COMPANY 


SALES OFFICES: Chicago « St.Louis * Memphis * Jackson, Miss. © PLANTS: Oglesby, ill. 
Des Moines, la. * Cape Girardeau, Mo. * Nashville, Tenn. * Cowan, Tenn. © Brandon, Miss. 


MANUFACTURING 


known air entraining agent to standard portland 
cement at the mixer. He’ll tell you that it’s safe, 
sure .. . and simple to do. 

So take a tip from Ernie . . . remember, on 
your next air entrained job use air entraining 
cement only if you’re certain that it will produce 
the mix that’s right for that particular job. Re- 
member, too . . . air entraining or standard port- 
land, there’s no better cement on the market 
than Marquette. 

* * * 
If you have any problems or questions on the use and 
mixing of air-entrained concrete, the Marquette 
Service Engineer will be glad to help and advise you 
—contact any Marquette office. 
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WALLPAPER SALES 


From page 24 


have, too, when causes such as in- 
clement weather choke off the de- 
mand for lumber.” 

“Late last summer,” he asserted, 
“we had advertised a wallpaper 
sale for Monday. That Monday it 
rained, and while we sold three 
times as much wallpaper as we 
would in any normal business day, 
there was no activity in lumber. 

“Of course, our special event had 
something to do with the sale of 
paper. But if there had been no 
specials, we would have had good 
business anyway. It invariably 
works out that when people lose 
interest in lumber, other people 
suddenly become interested in 
wallpaper.” 

The Fielder-Dillingham com- 
pany moved into a new home last 
July. This permitted more space 
on the sales floor for extensive 
wallpaper displays in two sections. 
Better parking facilities were also 
made available. 

In the new quarters there is 
a home-planning department, to 
which John Fielder devotes much 


of his time and attention. He is a 
graduate architect, but emphasizes 
that he assists home-owners only 
to a reasonable extent and does 
not attempt to “cut in” on those 
engaged exclusively in the archi- 
tectural field. 

For a number of years the 
Fielder-Dillingham company has 
helped young men to attain an 
education by using three or four in 
the home-planning department as 
draftsmen. Some students from 
either McMurray College’ or 
Hardin-Simmons University are 
mployed at all times. Although at 
graduation they leave Abilene with 
the experience they have gained, 
they have proved their ability 
while there. 

Such students simplify employee 
needs of the dealer in the planning 
department, according to Fielder. 


Ads Draw Homing Pigeon 


Well, it may have just been the 
friendly spirit of the sales force and 
not the “Own Your Own Home” ad- 
vertisements that lured a homing 
pigeon to the Hurley Lumber Co. in 
Carrollton, Mo. 

But whatever 


it was, the bird, 


with a homing-pigeon band on his 
foot, has taken up residence in the 
lumber-yard office. 

Manager Harry Schanz _ reports 
that the pigeon comes and goes at 
will, but apparently wants a new 
“home.” 


Largest Exhibition Is 
on Materials Handling 


Visitors to the Materials Handling 
Exposition at Convention Hall, Phila- 
delphia, May 18-22, will see over 
$10,000,000 worth of fork-lift trucks, 
joists, monorails, cranes, tractors, 
trailers, hand trucks, stacking units, 
portable elevators, skids and pallets, 
and accessories. 

The 225 companies that will 
demonstrate their machines. will 
show hundreds of new developments 
for the first time. 

This will be the largest capital 
goods show in the nation during 
1953. It will be necessary to use 
hotels in New York and Atlantic 
City to accommodate the more than 
25,000 top management officials and 
other visitors from the United States 
and 40 foreign countries. 

Registration cards and hotel in- 
formation can be obtained from the 
Materials Handling Institute, or from 
Clapp and Poliak, Inc., 241 Madison 
Ave., New York 17, N. Y. 





YOU'LL GET MORE CALL FOR THE GARAGE DOOR 
THAT'S EASY TO INSTALL... 


Write for 


FREE 
Catalogs 


Bia 


and 
| _jf§f Installation 
Sheets 


“Do-It- 
fraternity favor 


in the Installation 
Sheet 
panying each How-ell-dor. 


trated 
Instruction 


Dealers and the 
Yourself" 
the simplicity of operation 
of the How-ell-dor sectional 
Upsweep garage door. 
Every How-ell-dor is a 
packaged product, drilled 
and ready to bolt together. 
Pictured above is the first 
of a series of steps illus- 


accom- 


Smart merchandisers are 
also stressing the many 
operational features of 
How-ell-dor 


erators . 


Electric Op- 
. four types, 





eleven models. 


The HOWELL Manufacturing Co. 


802 Cottman Street ¢ Philadelphia I1, Pa. 


There are now 38 stock sizes of resi- 
dential and commercial How-ell-dors, 
including the popular new Picture Door. 
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For Greater Customer Satisfaction... 
Recommend R*O-W Wood Windows / 


a<\ 
R: O!w WOOD Window Units are the original noved | ked, a safety feature against burgla- 
ble hings together and it’s easy to see 


completely weather stripped remova 
windows. They are architecturally approved, designed why so m. ealers, contractors and architects rec- 
for flexibility, free action, good ventilation, mor« Spring Cushion WOOD Windows 
light and beauty, and are removable for easy cleaning for the best! Recommend them to 
In fact, they're so easy to remove that anyone can do both you and the customer will 
1 did. 


it; yet are rattle free—and absolutely cannot be r« 


MANUFACTURED 


= MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 


hock y Dloecect Bee  Kiegerrca 


MILLWORK PLANT: RENO, NEVADA 


THE WORLD‘S LARGEST WOOD WINDOW UNIT MANUFACTURERS 
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HELPFUL LITERATURE 


Mostly free—some for a fee 








CARE OF FLOORS. “101 Hints on 
Better Floor Care’”’ is a revised book- 
let of information on economical 
care of asphalt, cork, ceramic tile, 
rubber, concrete, and wood floors. 
It tells how to wash a mop, avoid 
hard-water troubles, choose the right 
soap, when and how to seal a floor, 
and how to meet similar problems. 
Huntington Laboratories, Inc., Hunt- 
ington, Ind. 


CATTLE FEEDER PLAN. The Okla- 
homa Lumbermen’s Association, 815 
Leonhardt Building, Oklahoma City, 
offers Circular 540, a folding sheet 
of plans and material lists for labor- 
saving equipment to stimulate sales 
of materials to farmers. Included are 
plans for a feed trough, roughage 
rack, calf creep, cattle stock, mineral 
box, cattle guard, combination hay 
and silage rack, corral and working 
chute, headgate, and self feeder. 


STEEL DOOR, PARTITIONS. VMP 
steel doors and frames, sliding bi- 
pass door units, fire doors, and re- 
lated products are the subject of a 
new illustrated brochure. A similar 


brochure covers Mobilwalls — VMP 
movable steel partitions. Virginia 
Metal Products Corp., 1112 First Na- 
tional Bank Building, Pittsburgh, Pa. 


HARDWARE MAINTENANCE. The 
Russell and Erwin Division of the 
American Hardware Corp., New 
Britain, Conn., has released a new 
booklet, “Care, Adjustment, and 
Maintenance of Your Russwin Build- 
ers Hardware.” It answers questions 
that arise when servicing and ad- 
justing such hardware, and it sug- 
gests ways to eliminate “minor 
headaches.” 


MODULAR COORDINATION. “The 
Strange Case of the Seven-Sided 
Post Hole” is a clever booklet that 
presents the case for standardization 
of materials in modular sizes. Amus- 
ing sketches illustrate the pocket- 
size booklet. American Standards 
Association, 70 East 45th Street, New 
York 17, N.Y. 


WOOD AWNING WINDOW. The 
Gate City Sash and Door Co., P. O. 
Box 901, Fort Lauderdale, Fla., in a 


new broadside gives complete facts 
on installing its wood awning win- 
dow in every type of construction. 
Also offered, catalog No. 87, shows 
models and specifications. 


PLUMBING DRAINAGE. Helpful 
hints are given for preventing 
plumbing failures and avoiding re- 
sulant troubles in a new booklet, 
“What You Should Know About 
Plumbing Drainage.” Cartoons and 
other drawings show why soil pipe 
is hidden and how easily sewage 
problems can occur. Cast Iron Soil 
Pipe Institute, 1627 K Street, N. W., 
Washington, D. C. 


PERLITE FIREPROOFING DATA. 
“Fireproofing with Perlite,” a new 
pamphlet, summarizes basic details 
of 32 approved fire-retardant con- 
structions using lightweight plaster 
or concrete made with perlite ag- 
gregate. Diagrams show thickness 
of perlite plaster or concrete for 
fireproofing various structures. Per- 
lite Institute, 10 East 40th Street, 
New York 16, N. Y. 


FOREST HISTORY. The Forest 
Products History Foundation of the 
Minnesota Historical Society, St. 
Paul, Minn., has published a new 
book that covers timber mining to 
timber cropping during the last half 
century. Entitled “Forests for the 
Future,” it tells “the story of sus- 
tained yield as revealed in the 
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5 TIMES MORE WEATHERTIGHT 
THAN REQUIRED BY 


NEW COMMERCIAL STANDARD! 





Now your customers can buy wood window units with absolute assurance of getting high quality—efficient 


performance! 


The Bureau of Standards of the U. $. Department of Commerce has released a new Commercial Standard 
(CS190-53) which has been adopted by the Industry. The new Standard establishes strict minimum requirements 
for the fabrication of wood window units including materials, construction, preservative treat, and ease of 


ope ration. 


The new Commercial Standard specifies that air infiltration shall not exceed .95 cubic feet per minute linear 


foot of sash crack perimeter at a wind velocity of 25 miles per hour. 


The IDEAL All-Wethr Window Unit, in a test at the Pittsburgh Testing Laboratory, allowed on . 
feet of air per minute per linear foot of sash crack perimeter at a wind pressure equive alent to 25 miles per hour. 
This means that IDEAL All-Wethr Window Units are five times more efficient in keeping out drafts, dust, driv- 
ing rain, than required by the Commercial Standard. IDEAL All-Wethr Window Units meet or exceed all other 


specifications of the new Commercial Standard. 


Manufactured By IDEAL COMPANY 





17 cubic 


Waco, Texas 








FEBRUARY, 1953 . 


. Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





The National Gypsum Company Creed 


These are the business tenets to which we subscribe, 


and which will guide us during 1953, and in the years ahead. 


W: will make each Gold Bond Product equal to or better than the best. 


We will produce it at a cost as low as the most efficient, and sell it at no higher price 


We will hold a good customer as our most valued asset. We will 
earn his loyalty by helping him sell at a profit. We will keep his loyalty by 
fulfilling our commitments, however costly; by early attending to his 


complaints, however small. 


We will be consistent in our plan of distribution, the result of years 


of experience. We will advise the trade promptly and fully of any change in policy 


We will dedicate our efforts to producing and selling. Our research 
will vigorously pursue new ideas ..new produc ts, improvements of existing 


products, and new ways to meet the needs of our customers. 


We will continue the progress that has in the past attracted capable employees 
These employees will be advanced as they qualify, to permit a reserve of experienced 


people, seasoned in responsibilities, and ready for future management. 


We believe in advertising as a vital 
You'll build or force that can be made to create nation- 
remodel better with wide public acceptance of “Gold Bond.” 
Gold Bond We will continue to use this force 
intelligently to help our customers increase 


the sale of each Gold Bond Product. 


on * neni 
CHAIRMAN OF THE BOARD 
NATIONAL GYPSUM COMPANY 
BUFFALO 2, NEW YORK 
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diaries and papers of David T. 
Mason.” It contains previously un- 
published information on the forest 
industry’s efforts in both World 
Wars. Price, $3.50. 


“REMODELING MAGIC — Some 
Tricks You Can Do with Gold Bond 
Gypsum Wallboard” is a new four- 
color booklet of ideas for basements, 
attic rooms for children, attic apart- 


Hal's HU 


ments, interior partitions, and similar 
improvements. It shows how the 
home-owner can do many of these 
tasks himself. National Gypsum Co., 
325 Delaware Avenue, Buffalo 2, 
New. 

HARDBOARD SIDING. “Masonite 
Siding” is a new illustrated bulletin 
that tells in detail the approved 
methods of application. It covers 
preparation, shadow strips, nails, 


CHES 


New items dealers may find 
profitable to sell - - or use 


corner treatments, and finishing. 
Masonite Corp., 111 West Washing- 
ton Street, Chicago 2, III. 


ROOFING TILES. A colorful new 
booklet shows the various patterns 
and colors of Ludowici roofing tiles, 
plus photographs of applications and 
application details. The Ludowici- 
Celadon Co., 75 East Wacker Drive, 
Chicago 1, II. 








KITCHEN CABINET TOPS. Youngs- 
town Kitchen cabinet sinks and base 
cabinets are now available with 
Formica tops. This is the fourth type 
of top offered, bringing possible vari- 
ations of Youngstown tops up to 17. 
Write for H-38—use coupon on page 
80. 


SILENT LATCHES. The Leco-Flex 
cabinet latch is a flexible Neoprene 
cylinder, mounted inside the cup- 
board. A plunger is screwed into the 
door, so that when the door is closed, 
it is held securely in place by the 
flexing action of the cylinder on the 
plunger. Said to last indefinitely. 
Write for H-39—use coupon on page 
80. 


COUNTER FILE. A new Forman 
loose-leaf counter file has a single 
button lock that allows one-hand 
operation. Six-inch posts can be cut 
to shorter length. Standard sizes are 
delivered immediately, special sizes 
at no extra cost. Write for H-40— 
use coupon on page 80. 


“HIS AND HERS” CABINET. The 
new Jensteel “Mr. and Mrs.’ bath- 
room cabinet has as much room as 
two regular size cabinets, with 
double mirrored doors that open at 
the center. It is 32” x 26” and has 
square corners to facilitate tile set- 
ting. Write for H-4l—use coupon 
on page 80. 


LOW-PRICE CHAIN SAW. The 
model 110 Porter-Cable _ electric 
chain saw has a 14” cutter that easily 
fells trees up to 28” in diameter. It 
retails for about $99.50. Log-gripping 
teeth hold the saw against the work 
and enable the machine to spike and 
feed itself completely, eliminating 
need to push saw into the wood. 
Write for H-43—use coupon on page 
80. 


HARDBOARD EXPANSION JOINT. 
Masonite %” Tempered Presdwood 
is being used as an expansion joint 
in curbing instead of steel by some 
contractors. Pieces 8”x14” were used 
at intervals of five feet, and six or 


66 


seven re-uses were experienced. 
Write for H-44—use coupon on page 
80. 


PAINT LINE GUIDE. Made of high 
quality aluminum slat stock, the 
blade of the Tidy Tool provides a 
clean, accurate line for painting in 
home or shop. The “stiff back” de- 
sign provides a reverse curve to 
maintain even tension along the full 
length of the tool to keep paint from 
running under curled-up ends. Write 
for H-45—use coupon on page 80. 


INSULATION ADHESIVE. Insula- 
tex B54 is a new water-emulsion 
adhesive concentrate for applying 
insulation materials by pressure gun. 
It is said to permit year-’round spray 
insulation, even to metal walls. 
Special ingredients prevent freezing 
in normal winter weather. No toxic 
or flammable vapors are given off. 
Write for H-46—use coupon on page 
80. 


ALUMINUM LADDERS. The new 
Oro-Lite line of aluminum ladders 
includes extension ladders from 16’ 
to 40’; window-cleaner ladders in 6’ 
sections; straight ladders from 6’ to 
20’; estimators’ ladders in 4’ sections, 
and orchard ladders in sizes from 16’ 
to 24’. Write for H-47—use coupon 
on page 89. 


NON-SKID COATING. The R-Mir- 
Dek non-slip coating is applied to 
floors, decks, ramps, and stairs, and 
as a protective base on floors around 
machinery and sinks. Said to be fire 
retardant, anti-corrosive, and resist- 
ant to oil, grease, alkali, and acids, 
it comes in three types—for spray, 
brush, and trowel. Write for H-48— 
use coupon on page 80. 


JACKSON, LEE BUSTS. Two minia- 
ture busts of Stonewall Jackson and 
Robert E. Lee make attractive desk 
decorations and paper-weights, or 
suitable souvenirs for favorite cus- 
tomers of Southern lumber dealers. 
Finished in bronze. Write for H-49— 
use coupon on page 80. 


VACUUM SWITCH. A new low-cost 


vacuum switch that shuts off the 
power source when liquid supply 
runs dry is the “Vac-on.” It mounts 
on the suction line and is wired into 
the power supply on electric motors 
or spark system on gasoline engine. 
When suction falls below a negative 
pressure, the switch cuts off. Write 
for H-50—use coupon on page 80. 


FOUR-WAY WINDOW FAN. The 
16RWF Riviera highlights the 1953 
Westinghouse fan line. This portable, 
reversible fan operates at two 
speeds, and serves as either an ex- 
haust or intake fan. It circulates up 
to 3,200 cubic feet of air a minute. 
Write for H-51—use coupon on page 
80. 


CELLAR DRAINER. A new low- 
priced Rapidayton automatic Silver 
Shield cellar drainer is made in 
brass and galvanized models. The 
brass model has two neoprene floats 
capable of adjustment to accommo- 
date various water depths. Both have 
heavy-duty motors with thermal 
overload protector. Write for H-52— 
use coupon on page 80. 


PAINT ROLLER STORAGE. Sav-A- 
Roller is a new transparent cylindri- 
cal container filled with cleaning 
fluid. Paint rollers are inserted in 
the containers and suspended, with- 
out touching the sides. A cap screws 
over the top. Write for H-53—use 
coupon on page 80. 


CONTAINER LABELS. Quik-Label 
container-markers stick fast to glass, 
metal, wood, plastic, or ceramic con- 
tainers without moistening. They 
are made with many messages, such 
as “Danger, Flammable, Gasoline.” 
They are made of plastic-coated 
silicone that resists oil, grease, grime, 
and abrasion. Write for H-54—use 
coupon on page 80. 


MACHINE BIT SET. A set of Acra- 
bore, fast-boring, clean-cutting ma- 
chine bits fits a %4” electric drill. 
The maroon leatherette case contains 
bits in sizes of 4”, 3”, 146”, 58”, %” 
on a 44” shank. Write for H-55—use 
coupon on page 80. 
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RA-TOX 
FOLDING DOORS 


Show your customers that RA-TOX FOLDING 
DOORS give them just what they want... for 
either remodeling or new construction... 
at a price lower than they expect to pay. 
They will see at a glance that RA-TOX FOLD- 
ING DOORS give them between-room air-flow 
and closet ventilation. They grasp, at once, 
how this handsome closure contributes a 
touch of tomorrow to their homes today. 
Then, show them how much usable floor area 
RA-TOX FOLDING DOORS add to rooms... 
how they add a feeling of spaciousness 
even to rooms of modest size. 

RA-TOX FOLDING DOORS of woven wood 
open-siat design are fully guaranteed. They 
come with all needed hardware. Choice of 
colors or natural stain finish. Anyone can 
install the track and fasten the edge of the 
door to jamb or wall in a few minutes—a 
screwdriver the only tool. 

Plenty of material to help you seli—fold- 


ers, mats, tags, streamers, display. Write 
for Bulletin 706 and full information. 


KITCHENETTE AND 
IN-A-DOOR BED TWEEN-ROOM 
CLOSURES ” DOORS 





CLOSETS AND 


WARDROBES ROOM DIVIDERS 


™ hough shade corporation 


RA-TOX DIVISION 
1025 JACKSON STREET e JANESVILLE, WISCONSIN 





EXPANSIBLE HOMES 


A new plan book, “Expansible 
Homes,” shows 36 plans for houses 
that can be made larger easily in 
later years. The homes have sales 
appeal for young families that ulti- 
mately hope to have a larger home 
but can not afford one at present. 

Elevations are shown in two colors, 
and the floor plans show where and 
how room additions can be made. 

Contact: National Plan Service, 
Inc., 1700 West Hubbard St., Chicago 
22, HL. 


MODULAR COORDINATION 


The Housing and Home Finance 
Agency offers 14 2”x2” color slides 
that show application of the basic 
principles of modular coordination 
in an assembly of materials in build- 
ings. 

Each slide is accompanied by ex- 
planatory text as a guide for de- 
velopment of lecture material. $4.75 
a set. 

Contact: Photo Lab., Inc., 3825 
Georgia Ave., N. W., Washington, 
Dai. 


GARAGE DOOR DISPLAY 


A new display 74” high, 38” wide, 
and 16” deep is helping to promote 
Strand overhead garage doors at 
home shows and similar events. It 
is loaned to dealers, but arrange- 
ments should be made with the dis- 
tributor or manufacturer well in 
advance. 

Illuminated from the inside, the 
display lists the selling features of 
the door and shows a miniature door. 
“Strand” appears in large letters at 
the top and bottom of the display. 

Contact: Strand Garage Door Di- 
vision, Detroit Steel Products Co., 
3227 Griffin St., Detroit 11, Mich. 


KITCHEN COLOR SCHEMES 


Youngstown Kitchens’ new “color 
in the kitchen” program will offer 
dealers new opportunities to help 
customers plan attractive kitchens 
without the aid of an interior deco- 
rator. 

Youngstown commissioned several 
artists to design coordinated wall- 
papers, drapery materials, and decals 
—to be made by the United Wall- 
paper Co., Riverdale Manufacturing 
Co., and Meyercord Co., respectively. 
Dealers will not sell these materials 
but will have sets of decals and 
sample quantities of drapery ma- 
terial and wallpapars. A Decorator’s 
Handbook serves as the dealer’s 
decorating guide. 

Contact: Mullins 
Corp., Warren, Ohio. 


Manufacturing 


HAND-SAW DISPLAY 


A colorful new point-of-purchase dis- 
play holds two models of Lesto elec- 
tric hand-saws. Model GEB-2 is 
described as a saw for hobby use, 
and model GEB-11 for uses where a 
2” cut is required. 

The display lists its “7-in-1” uses 
as band, jib, keyhole, scroll, rip, 
cross-cut, and coping saw. 

Contact: American Floor Surfacing 
Machine Co., 518 South St. Clair St., 
Toledo 3, Ohio. 


BASEBOARD HEATING 


A one-hour program, supplemented 
by visual aids, has been prepared 
for presenting to Producers Council 
chapters the advantages of base- 
board heating. Four firms — Bell 
and Gossett Co., American Standard 
Corp., Detroit Lubricator, and Pitts- 
burgh Plate Glass — cooperated to 
produce the program. 

Contact: Bell and Gossett Co., 
Morton Grove, III. 





New Products! 


For latest information on new 
products to sell profitably in 
your store, read “Product Pa- 
rade” and “Hal’s Hunches” in 
this dealer merchandising mag- 
azine each month. Turn to 
PRODUCT PARADE on page 
80 — and to Hal’s HUNCHES 
on page 66. 











68 FEBRUARY, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








‘wIMw 


gocen ts 





ARDMORE, PA. 


L-0-F WINS AGAIN 
IN “BLINDFOLD TEST 
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Chester Swartz of Lyons Hardware, Inc., found: 
Try It Yourself 
And Start Saving Money! 


“On Brand ‘D‘ the glass cutter went 
down easier and the glass broke clean 
and straight. That saves a lot of waste 
in cutting bigger lights of glass.” 
You'll see why vou have fewer bad cuts, less waste 
and more profit, with L:O-F. 

Anybody in the store can cut it... nothing 
tricky about it. 

Call your nearest L:O:F Distributor. These local 


businessmen are listed under ‘‘Glass” in the yellow 


When Mr. Swartz ran cuts on four unidentified brands of 
single-strength window glass, he immediately named the 
brand marked “‘D” easiest to cut. 

“D” was L:O-F, 

It’s easier to cut L‘O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even 
cut off thin strips close to the edge with a light stroke. 

L:O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
So it’s a safer buy for your customers, too. 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 


the country. And send for your copy of our free 
booklet—For Greater Profits on Window Glass. 

Write Libbey*Owens’Ford Glass Company, 
7023 Nicholas Building, Toledo 3, Ohio. 
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TAX REDUCTION IDEAS 


Continued from page 17 


pends on maintenance of our productive facilities, 
the decline of profits in our incentive economy be- 
comes doubly dangerous. 

Since this is true, and since it is likewise true that 
the individual taxpayer is intolerably hard-pressed, is 
there any possibility of tax reduction in the near 
future? I believe there is. An essential part of any 
tax reduction program, however, is a simultaneous 
effort to cut Federal expenditures, which are the 
long-run key to the tax problem. It seems fairly 
evident that the new administration and the new 
Congress will labor this year to make sizable reduc- 
tions in wasteful and unnecessary Federal spending. 

On the assumption that expenditures will be re- 
duced, I believe we can go ahead with a program to 

( ease the unprecedented tax burden that is handicap- 
ive on we; : ; q 

ping the full development of our productive capaci 
: Laan ‘ ties. It is my conviction that we should let the most 
tom 


- 
mall ae 


\ recent tax increases die on their expiration dates, 
something as follows: 

The Excess Profits Tax Act should most certainly 
be allowed to expire when its current authorization 
ends on June 30, 1953. It is significant that many 
economists in and out of government see the possi- 
bility of a recession beginning about the same date. 


Beat out Nothing would give business a better boost than the 
end of EPT. 


The most recent 10 or 11 per-cent increase in the 


f if fit : h3 individual income tax is due to expire on December 
eX la p 0 / AY in 31, 1953. Since the individual needs as much tax 
relief as corporations, we might let the individual 
° e e increase expire on schedule—or even better, move 
with Dicks-Pontius QUALITY! the expiration back to June 30 so that both the cor- 
porations and individuals receive relief at the same 
time. 

Here's why you can count on high quality D-P Glazing Com- Next recent tax scheduled to expire is the 5-per- 


centage-point increase in the corporate income tax, 
; ’ due to end April 1, 1954. That also should be allowed 
1 Much easier to use than conventional putty! to die on schedule, along with the most recent in- 


2 Has dozens of other home maintenance uses crease in excises which are due to expire on the same 
in addition to glazing! pie 

3 Always ready to use—does not harden in can! ; 

4 Assures a good tight job every time! 


pound to give you extra sales and profits in 1953: 


Expiration of these taxes would result in an esti- 
mated loss of about $2 billion in Federal revenues for 
Display D-P Glazing Compound — teli your customers about fiscal 1954. For a full year the estimated loss of 
its advantages. Once they try it and see its high quality per- revenue might be about $8 billion. If the budget is 
formance, you can be sure they'll be back for more! Available to be balanced in fiscal 1954, these tax cutbacks mean 
in popular consumer packages of 1 |b. and up. Order from that expenditures must be about $10 billion less than 
your jobber today! estimated for the present fiscal year (1953). Such a 
goal certainly is not too much to expect from an ad- 
HATING COMPOUNDS » CALAKING COMPOUNDS » PUTTIES ministration and Congress elected at least partially 
because of its program of economy in government. 
More SALES with SW QUALITY-MADE D-P Products! Moreover, in discussing estimated revenue losses 
from these tax reductions, we should remember recent 
- THE yd Ad =” PONTIUS COMPANY tax history which indicates that revenue losses due 

to tax reductions frequently are not as bad as they 
DAYTON, OHIO are painted. The Revenue Act of 1945, which was 
expected to reduce collections of individual income 
taxes by $2 billion in fiscal 1947, resulted instead in a 
$1.5 billion increase. The Revenue Act of 1948, which 


Alexandria, Va. Decatur, Ga. 
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was expected to reduce collections by more than $4 
billion in fiscal 1949, actually brought individual in- 
come tax collections down by $3 billion. 

The same thing seems to have happened in Canada, 
where there have been tax reductions in all fiscal 
years from 1946 to 1951. In many cases, actual re- 
ceipts increased instead of going down, despite the 
fact that sizable reductions in rates were being made. 
In the other cases, the actual revenue reductions were 
much less than the anticipated revenue effects of the 
tax reductions. 

It seems evident from this recent fiscal history in 
the United States and Canada that the mild tax re- 
ductions here proposed may well have the long-run 
result of increasing revenues rather than reducing 
them. I emphasize that “mild” cutback because the 
relatively minor tax reductions listed here are only 
the beginning of what must be done to ease the pres- 
ent intolerable tax burden. As soon as humanly possi- 
ble, these first tax cuts should be followed by others 
across the board to enable the U. S. economy to 
operate with a minimum tax burden and thus pro- 
duce all the wonders of which it is capable. 

Accompanying this general reduction in the tax 
load should be a careful program of tax revision. 
Imbedded in the present hodge-podge of tax statutes 
and regulations are provisions that strongly hamper 
capital formation by weakening the incentives of po- 
tential investors. A man is unlikely to risk his savings 
in a new business if the tax laws seem organized to 
take away most of any profits he happens to make. 
He is more likely to put his money in “safe” bonds 
or in a savings bank. He doesn’t gain much but he 
doesn’t lose either, he thinks. On the other hand, the 
national economy suffers because the U. S. needs 
these savings to start new businesses, expand produc- 
tion, and make jobs. 

An average of $11,000 of capital investment is 
needed to create a single industrial job. Since some 
800,000 young people enter the labor force every 
year, we get an idea of the new investment needed. 

There are many revisions needed in the tax laws 
to encourage risk capital, but here are several that 
stand out. 

“Section 102” of the Internal Revenue regulations. 
This section imposes penalties on corporations found 
to have accumulated reserves in excess of “reason- 
able” needs of their business. Many corporate man- 
agements are in constant turmoil over the uncertainty 
of a large penalty tax under Section 102, should they 
be unable to prove to the satisfaction of the internal 
revenue agent the propriety of their current dividend 
policy. Moreover, many corporations, attempting to 
avoid trouble under Section 102, feel impelled to pay 
such heavy dividends that adequate reserves for 
ordinary business precautions are dissipated. 

The minimum that should be done with Section 
102 is to shift the burden of proof so that the Treasury 
Department must prove that the dividends are “un- 
reasonable” rather than force the taxpayer to prove 
they are “reasonable.” Another good change would 
be to permit profit from capital gains, now included 
as income for purposes of Section 102, to be exempted 
from the penalty tax if they are long-term gains. 

There is a second and very important way in which 
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the little “extras” 


mean extra fan sales 


Only Murray's Deluxe line of attic 
fans offers sealed ball bearings 
throughout—in both fan and motor— 
lifetime bearings which never 

require lubrication. Install ‘em and 
forget ‘em. It's these exclusive little 
“extras” in the Murray Deluxe line 
that insure another hot fan season 


for dealers and jobbers. 
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VERTICAL PACKAGE UNIT 

Complete with fully automatic shutter. \ 
Fan guaranteed for 5 years—belt | 
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ventilating & window fans 
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tax revision can generate new capital. This is the 
matter of depreciation. Everyone admits that the 
present method of dealing with depreciation is un- 
satisfactory. Treasury policies on depreciation are a 
direct handicap to new risk capital. The tools of in- 
dustry are wearing out at a greater rate than they are 
being replaced because corporations must follow re- 
strictive and archaic depreciation schedules. Corpora- 
tions tend to keep their older facilities in operation 
instead of modernizing them, since they can not afford 
to discard older tools and facilities until they are 
completely depreciated. 

At the same time, the whole process is wasteful 
because of the tremendous sums the Bureau of In- 
ternal Revenue spends checking depreciation allow- 
ances to corporations. 

There is a relatively simple solution which would 
bring up to date the depreciation practices of the 
bureau and cut down the waste motions of its engi- 
neering division, not to mention the annoyance and 
expense to the taxpayer. That solution is to permit 
corporations to set their own depreciation rates, with- 
in limitations. The limitations would be two: first, 
that depreciation rates be no higher than 20 per cent: 
and, second, that corporations stick to their schedules, 
once these are established. 

This solution would have the additional merit of not 
only dispensing with a large part of the engineering 
division of the Bureau of Internal Revenue, but would 
save a huge amount of time as well as legal and 
accounting expense to the taxpayer. 

Should we adopt this broad principle of dealing 
fairly with depreciation, neither the Treasury nor the 
taxpayer will be the gainer or loser in the long run, 
but the economy as a whole will gain tremendously. 
Management will then be free to use its own judg- 
ment and initiative in expanding production and cre- 
ating more jobs. 

Finally, a prime area for tax revision is the most 
important deterrent to the formation of new venture 
capital, the double taxation of dividends. Perhaps be- 
cause it is so basic, the problem of double taxation of 
dividends is more difficult than most. Nevertheless, 
it must be the long-term aim of any adequate tax 
revision program for the encouragement of risk capi- 
tal that double taxation of dividends—once in the 
form of a tax on corporate profit and again when the 
stockholder pays his income tax—be eliminated. 

Apart from these specific tax revisions, there needs 
to be a re-statement of the entire tax law in shorter, 
more intelligible terms. For all the predictable future 
we shall need relatively high taxes to pay for national 
defense expenditures. A new Congress should seize 
the opportunity to overhaul the tax system and put 
it in shape for the heavy costs ahead. Taxes will 
always be painful for the taxpayer. But they need 
not be as destructive to economic expansion and to 
individual incentive as the present hit-or-miss tax 
system. 

The demonstrated demand of the American people 
for lower taxes and less wasteful Federal spending, 
plus the great need for extensive tax revision, is a 
great challenge to the new administration and the 
new Congress. This challenge can be met if the South 
and the rest of the nation insist that it must be met. 
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Sponsors TV “Omnibus” 


The American Machine and Foun- 
dry Co. became the fourth sponsor 
of a new Columbia Broadcasting 
System TV show, Omnibus, on De- 
cember 21. 

Created by the TV-Radio Work- 
shop of the Ford Foundation, this 
90-minute show currently is sent 
over 45 TV stations on Sunday after- 
noons to 15,000,000 homes. Designed 
to appeal to the whole family, the 
show includes drama, comedy, opera, 
features of historical and patriotic 
import, and dramatized reports of 
significant scientific developments. 


Republic Makes Kitchens 


The Republic Steel Corp. has an- 
nounced plans to manufacture a new 
line of steel kitchens under its own 
trade name early this spring. Over 
$1,000,000 has been spent re-tooling 
its Berger plant No. 2 in Canton, 
Ohio, where the new line will be 
made. 

R. W. Helms, general manager of 
sales for the Berger manufacturing 
division, will direct the steel kitchen 
program. 

This third largest steel-producing 
firm in the nation owns its own ore 
and coal mines. It claims that the 
new Republic kitchen program will 
be the first “ore to store” operation 
in the kitchen field. 


L-O-F Names Researchers 


E. Lester Fix, associated with the 
glass division’s research operations 
of the Pittsburgh Plate Glass Co. 
since 1928, is now associate director 
of research. He is associate to Dr. S. 
Frank Cox, director. 

Brooks J. Dennison was appointed 
assistant director of research. He 
also joined the glass division in 1928 
as a chemist and for the last 10 years 
has headed the chemical department. 

Also appointed an assistant di- 
rector of research is Dr. James E. 
Archer, who will direct the expand- 
ed program of fundamental re- 
search. Before joining Pittsburgh, he 
taught in the physics department of 
the Massachusetts Institute of Tech- 
nology. 


More Sisalkraft in ‘53 


The Sisalkraft Co., now in its 25th 
year of business, has announced two 
new plants to meet increasing de- 
mands for its reinforced waterproof 
papers. 

A plant in Cary, Ill., has recently 
started operations. Its facilities serve 
the Midwestern area. 

Another plant in Tracy, Calif., is 
under construction and will serve 
West Coast dealers. 
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. more user satisfaction, because they 
may be left open in the rain for ventila- 
tion—open wide for 100% ventilation— 
and close tight for all-weather protection! 


.more acceptance with architects, 
because Gate City is the pioneer manu- 
facturer of wood awning windows... with 
an unmatched record for performance! 


.more good will with builders, be- 
cause they are factory assembled, ready 
to install in a matter of minutes! 


More Profit For You 
with the awning win- 
dows that offer all 
these features! — plus 
big dealer advertising 
sales-promotion pro- 
gram for 1953! 


This FULL SIZE dem- 
onstrator display on 
your floor helps close 
sales on the spot! 


Gate City 


_ Wood Awning a. 


PERMA-TREATED FOR LONG LIFE 


Profit FoccrBeslen Like! 


Prompt delivery from a complete line of stock sizes and 
styles to fit every need. Warehousing of only three stock 
sizes to supply 75% of requirements. 
Low cost handling because each window is packaged for 
easy storage and delivery to the job. 


A a a Sc 
GATE CITY SASH & DOOR CO. 
“Wood Window Craftsmen Since 1910  S8S-2 
P.O. Box 901, Fort Lauderdale, Florida 


Please send complete information for dealers in 
Gate City Awning Windows. 


Name 





Address 





City State 
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NEWS about MANUFACTURERS 


ARDMORE, PA.: Certain-teed 
Products Corp. has created a new 
technical sales division, to handle 
sales of the company’s products for 
industry or heavy and commercial 
construction. ‘Carl E. Berzelius, for- 
mer sales manager of Certain-teed’s 
gypsum and allied products division, 
heads the new division. 


CHICAGO, ILL.: The U. S. Ma- 
chine Corp., Lebanon, Ind., became 
the sixth division of the Stewart- 
Warner Corp. on January 8. This 
newest acquisition gives Stewart- 
Warner a comprehensive line of coal, 
oil, and gas burning equipment for 
domestic and commercial require- 
ments. 


PITTSBURGH, PA.: Richard M. 
Boyd is new general traffic manager 
for the Pittsburgh Plate Glass Co. 
He will head traffic operations in 
glass, fiber glass, merchandising, and 
paint and brush divisions. 


MINNEAPOLIS, MINN.: Since 
1946, 899 employees of the Minnesota 
and Ontario Paper Co. have received 
the company’s 25-year service rings. 
Last year, 101 new members were 


added to the 25-year Old Timers 
Club. One in every five workers has 
been with the firm that long or more. 


KANSAS CITY, MO.: George R. 
McMullen recently was appointed 
manager of the local sales division 
of the Gustin-Bacon Manufacturing 
Co. He joined the firm last year with 
over six years of sales experience in 
the glass fiber industry. W. M. 
Doughman and Grant I. Wyrick have 
been assigned to the Kansas City 
office as sales and service engineers. 


ASHEVILLE, N. C.: A new firm, 
the United Building Material Co., 
opened a plant here recently at 1457 
Haywood Road. It manufactures 
Dur-X-Blox cement blocks and allied 
products of cement, stone, and a new 
red shale. Ear! L. Pitmon is president 
and treasurer. O. H. Duckett is vice- 
president and manager. 

DALLAS, TEX.: W. H. Chick has 
been named sales manager for the 
United Tile Co. Formerly he was a 
sales engineer for a Fort Worth 
acoustical contracting firm. 

BERRIEN SPRINGS, MICH.: This 
branch of the Yale and Towne 
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ANDROTINE 
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ever a high grade paint, enamel, or varnish 








Tandrotine | 


i ——_— 


THINNER! 


is preferred by both 


thinner is needed. 


ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


That is because TANDROTINE is such 
an excellent thinner and cleaner of brushes, 
as well as a remover of grease. It also dis- 
solves wax and does a hundred other house- 
hold tasks. TANDROTINE has a high flash 
point, a pleasing odor, long leveling, and 


even flow. It is slow drying. 


TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAM GEORGIA 


Get your supply now! 
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HEADS NEW GROUP 


President of the Hardboard Associa- 
tion, recently organized by manufac- 
turers in Chicago, is Harold A. Mil- 
ler, above. He is an official of the 
Forest Fiber Products Co. at Forest 
Grove, Ore. Six manufacturers of 
hardboard comprise the group. 


Manufacturing Co. has recently re- 
ceived an honor award by the 
American Mutual Liability Insurance 
Co. for completing a year’s opera- 
tions without a single lost-time in- 
jury to an employee. This plant 
makes Sager and Barrows lines of 
locks and builders hardware and 
Norton door closers. 


CENTER, TEX.: A new plywood 
plant to cost $293,000 is being built 
here. The Center Development Foun- 
dation, a newly-organized group, 
raised $100,000 of the cost of the 
building and helped get a contract 
to build a lake for water power for 
the plant. 


MIAMI, FLA.: Directors of Ware 
Laboratories, Inc., one of the nation’s 
largest window manufacturers, re- 
cently elected new officers. Chairman 
is John H. Ware, Jr.; president, Wil- 
lard M. Ware; senior vice-president, 
Charles D. MacGillivray, and vice- 
president in charge of production, 
Nils G. Anderson. 


HOUSTON, TEX.: Harry Milton 
Seaman, the 64-year-old retired 
executive vice-president of the Kirby 
Lumber Co., reports that he is “try- 
ing to get used to this retirement 
business” and it isn’t easy. During 
his 30 years he actively served the 
Kirby firm, he was one of two men 
to represent the United States at 
the World Forestry Congress in 
Helsinki; he was president of both 
the National Lumber Manufacturers 
Association and the Southern Pine 
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Association at the same time, and ! 


held many other top industry posts. | 


DAYTON, OHIO: The Dayton 
Pump and Manufacturing Co. recent- 
ly announced two new sales repre- 
sentatives in Southern territories. 
Melville C. Sorrell, Lexington, 
covers Kentucky and east Tennessee. 
Vernon R. Chesteen, Starkville, 
Miss., represents Dayton in Missis- 
sippi, Louisiana, Alabama, and west 
Tennessee. 


LITTLE ROCK, ARK.: Jack Lay 
is the new representative for the 
Flintkote Co. in the Arkansas sales 
territory. Formerly he was sales 
manager for a business consultant 
organization in Little Rock. 


MALAKOFF, TEX.: H. C. Moseley, 
a founder and head of the Texas 
Clay Products Co., recently sold his 
interest in the firm to Dan Royall, 
Leroy Kirby, and Roy Weir. He 
owned 40 per cent of the stock. 


CHICAGO, ILL.: The Martin- 
Senour Co., paint manufacturing 
firm, opened a year-long celebration 
of its 75th anniversary January 9 
with a dinner at the Palmer House 
in Chicago. William M. Stuart, the 
firm’s second president, was host to 
the many employees present. 


CLEVELAND, OHIO: The Tile- 
Rite Co., makers of plastic wall tile, 
has moved its plant to a new build- 
ing at 4105 Harvard Ave. The new 
plant has over four times as much 
space as the former one. New ma- 
chinery has been installed to in- 
crease production. 


TIFFIN, PA.: The American Radi- 
ator and Standard Sanitary Corp. 
modernized its plant here at a cost 
of one million dollars. Since it was 
opened in 1889, the plant has quad- 
rupled in size and is one of the 
largest producers of vitreous china 
plumbing fixtures in the world. 


ST. LOUIS, MO.: Bernard (Pat) 
Collins has been made regional sales 
manager for the Whirlpool Corpora- 
tion’s laundry equipment in the ter- 
ritory including St. Louis and Kansas 
City, Mo.; Wichita, Kan., Oklahoma 
City, Okla., and Little Rock, Ark. 
Thomas J. Lounsberry is new sales 
promotion manager of the washer 
division. 


Gets ‘Superior’ Franchise 


Bob Squire, president of the 
Superior Scaffolding Co., Culver 
City, Calif., recently granted a manu- 
facturing and distributing franchise 
to the National Plaster Block Co. of 
Philadelphia, headed by Edmond F. 
Venzie. 

Under this franchise, Venzie’s firm 
will service the area east of the Mis- 
sissippi. The line includes Superior 
Jiffy jacks, featheredges, flat backs, 
shack jacks, mortar board stands, 
and related items. 


Serve YOUR CUSTOMERS BEST wzé... 


Thirty years of satisfactory use in homes all 


over America, plus national advertising in 


sixteen consumer magazines and plan books 


The SU/IENC1 Heat 


Circulating Fireplace 


have made HEATFORM the choice of dis- 
criminating home owners as well as leading achitects, engineers and builders. 


FRONT WARM 
wa ouTer 


SIDE WAPM Aig g 
ley 


oe wan MAR out 
» 


oases 


COOL AIR WmQeT 


(front view) 





HEATFORM is a double-walled, metal unit 
(hearth to flue) around which anyone can 
easily build the masonry to complete a fire- 
place of any design. 
HEATFORM air chambers, which surround 
the firebox, front and side walls of the 
dome, and round air passages across the 
throat, capture and circulate through the 
home heat lost up the chimney by the ordi- 
nary fireplace. 
HEATFORM adds but little to the cost of 
the finished fireplace. It consists of the fire 
box, throat, smoke dome and properly 
located damper; thus saving some labor 
and material 
HEATFORM HAS ALL THE 
GOOD QUALITIES OF OTHER 
HEAT CIRCULATING UNITS, PLUS 
... these exclusive features 
© Corrugated reinforced firebox. 








@ Heating chambers around firebox; 
also upper front and sides of throat. 

© Round air passages across the throat. 

© Larger cool-air inlets and warm-air 
outlets. 

® Sloping rear outer lining permitting 
masonry downdraft shelf to protect the 
metal from rust. 


HEATFORM Model “A” 


(rear and side view) 





Photo above shows outer lining removed. 
Arrows demonstrate air circulation through 
heating chambers and contact of air to all 
heating surfaces; thus eliminating dead-air 
pockets. NOTE key below to numbers on 
photo above: 

(3) Baffle plates direct air to the rear 
heating chamber over the hottest 
metal. 

Large air inlets at floor level. 
Corrugated ribs in boiler-plate fire- 
box provide much greater strength 
than flat metal. 

Location of rear cool-air inlet. 

Bottom view of air heating chambers. 


Superheating air passages through 
the throat. 
(9) Underslung poker friction control 
damper. 
(10) Smoke dome guides construction. 
(11) Side air passage to upper heating 
chamber. 
(12. Inner lining of the throat. 
*HEATFORM is the registered trademark of 
Superior Fireplace Co. 


HEATFORM Model “S” (at left) 
for the modern corner fireplace with right or left side open 
has all the features of Model ’’A” plus view of the fire from 
front and either side. Model ““M” (not shown) has front and 
both sides open for greater view of the fire, otherwise the 


same as Model “S 


ee 


Special fabricated lintel angle bars and corner posts avail- 


able for Models 


“S” and “M’’. Custom-built drape screens 


and fuel grates are available for all models and sizes of 


HEATFORM 


Write for Complete Information identifying your trade or profession. 


OUR EAST AND WEST COAST FACTORIES 
MAKE HEATFORMS QUICKLY AVAILABLE 
THROUGH BUILDING SUPPLY AND LUM- 
BER DEALERS EVERYWHERE. 


SUPERIOR FIREPLACE CO. 


Dept. SBS 531 Dept. S8S 531 
1708 E. 15th St. @ 601 North Point Rd. 
Los Angeles 21, Calif. Baltimore 6, Maryland 
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Smart Builders 
Cut Costs With 


ONE-DER we 
FRAMES 


One-Piece 

Frame for 

Any Type 
Construction 


Completely assem- 
bled—ready to in- 
stall—nothing else 
to buy! For brick, 
block or frame; all 
Metal Window In- 
stitute stand- 
ard sizes. 


FOR Bun pINGS LAROE OR SMALL 


FRAMES Fit THEM ALL 7 


onafless 


Gna eece 


ensmas 


sons ano windows 


rode Mort 


Quick, 
Easy 


Installation 


Set ONE-DER Metal Frames in place, 
level up and installation is complete. 
No finish carpenter labor! And pre- 
priming means less painting! 

For Further Details see Sweet's File 15a/On and 16b/On 


Order TODAY from your dealer, listed in Yel- 
low Panes of Telephone Directory, or write— 


ONE-DER FRAME 
Corporation 


P.O. Box 3068—Birmingham 6, Ala. 
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Strictly 


WHOLESALE 


BEAUMONT, TEX.:: The Tri-Cities 
Building Products Co. plans to move 
into a new building this month. The 
firm used many of its own aluminum 
and steel building materials in erect- 
ing the new quarters. 


SENATOBIA, MISS:: Gerald 
Sklan, attorney and manager of 
Margolin Brothers wholesale lumber 
firm in Memphis, spoke to the Rotary 
Club and the Cosmopolitan Club 
here recently. His topic was “Pre- 
War and Post-War Britain.” Sklan 
was born in England and moved to 
Memphis several years ago. 


ST. LOUIS, MO.: The Morgan- 
Wightman Supply Co., which opened 
here 2% years ago, recently leased 
a building to provide greater work- 
ing space for its operations. It now 
supplies over 20,000 builders and 
dealers in 28 mid-Western states. 


CLEARWATER, FLA.: The whole- 
saling of Western lumber, moldings, 
plywood, and doors in this section 
has been so good for the local branch 
of Winter Brothers Lumber Prod- 
ucts, Inc., Oak Park, Ill., a separate 
corporation has been formed. With 
headquarters at 700 Drew Street, it 
is named Winter Brothers, Inc. Of- 
ficers and directors include R. P. and 
W. A. Winter, T. J. Le Duc, Scott 
Greenfield, and W. H. Raith. The 
firm distributes wood products in 
carload and truck lots all over 
Florida. 


ST. LOUIS, MO.: Mid-West Alsco, 
Inc., has moved into a new building 
with 25,000 square feet of floor space. 
The firm distributes aluminum storm 
windows and doors, jalousies, awn- 
ings, siding, and prime windows. 


Spring NPDA Meetings 


Managing Director B. E. Babbitt 
has announced spring meetings of 
the National Plywood Distributors 
Association in various sections. 

The Midwest section will meet 
April 3 at the Edgewater Beach 
Hotel in Chicago. The Southern Sec- 
tion members will gather at the St. 
Charles Hotel in New Orleans, La., 
April 8. 


New Wholesale Firm 
To Serve the South 


A new wholesale firm, Pitman 
Brothers, Inc., now serves dealers 
and industrial accounts in central 
and south Alabama, southwest 
Georgia, and northwest Georgia. 


Offices and the 45,000 square feet of 
warehouse space are located at 124 
Commerce Street in Montgomery, 
Ala. 

It distributes the Libbey-Owens- 
Ford glass line; Armstrong Cork 
Company’s Temlok, Cushiontone, 
Monowall, and other hardboard 
products; Columbia-Matic tension 
screens; window and door units; 
other stock millwork; plywood; 
shower doors, and other building 
specialties. 

President J. B. (Jack) Norment 
declared that his business “will be 
100-per-cent wholesale in every 
respect, except for store-front in- 
stallations, which we will contract 
ourselves.” Norment has served Bins- 
wanger and Co. in Richmond, Va., 
and most recently was manager of 








SALES EXECUTIVE 
AVAILABLE 


. Over twenty years in sales end of 
building material industry. 

. Outstanding personal and supervisory 
sales record. 

3. Broad experience in selection, train- 
ing and direction of salesmen. 

4. Highly successful in establishing 
sound distribution. 


Resume submitted upon request 


Write Box 33, Care Southern Building 
Supplies, 806 Peachtree St., N.E., 
Atlanta 5, Georgia 

















Sas aD 


a You Sell More 


a when you sell 
me 


Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms .. . the 
rfect answer to more room for livin 

Z-WAY Folding Stairways come complete y 
pena jamb included, panel attached for 
easy installation. 











WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


SOX joo, Orr. «x ST. PAUL PARK, MINNESOTA 
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J. B. (Jack) Norment 


the Warren Brothers Co., Nashville, 
Tenn. 

Harry McKinley and Bill Cooper, 
salesmen, call on building supply 
dealers in Pitman territory. 


Nugent Heads Huttig 
Subsidiary in Texas 


New president of the Huttig Sash 
and Door Co. of Texas, a subsidiary 
of the Huttig Sash and Door Co. of 
St. Louis, is R. E. (Bob) Nugent, seen 
above. He replaces the late C. C. 
Graves as president and a director. 

A native of Illinois, Nugent grew 
up in North Dakota, then completed 
Carleton College in Minnesota. 

He was attracted to the millwork 
industry after college coaching. His 
first job was unloading boxcars of 
“beautiful WPP lumber” for the 
Andersen Corp. at Bayport, Minn. 
He progressed through the Andersen 


R. E. (Bob) Nugent 





MASONRY CEMENT: 


Superbly blended to give light color, 

extra smoothness and high compres- 

sive strength. Meets all standard 

,wisonry Eoey, A. S. T. M. and Federal specifications. 
BRICK STONE Stucco 


tomeviaw URE gowouws we 





HYDRATED LIME: 


Made special for agricultural, building and 
chemical uses. The 400 mesh ‘air-floated’ 
is ideal to purify water, make insecticides 
and aid precision chemical processes. 




















HETTINGERS 


Titi llgSizeal 


® ATENT’NO329 72580 


COMBINATION SASH BALANCES and METAL WEATHERSTRIPPING 


NOW! 
Oa a 


TRIPLE SEAL 
IN 
ALUMINUM METAL 


AVAILABLE 
AT YOUR LOCAL 
LUMBER DEALER. 

YOU'LL 
LIKE IT! 


THE WEATHERPROOF PRODUCTS CORPORATION 


Waldo Station, P.O. Box 8498 Kansas City 5, Mo. 
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plant and then was sent on the road. 

After service in the Navy during 
the war, Jim Rowland assigned 
Nugent to Andersen’s Southeastern 
territory with Charlotte, N. C., head- 
quarters. A proposition from Huttig’s 
Charlotte branch manager in 1948 
drew Nugent into that millwork fold 
and he sold Huttig products in South 
Carolina until August ’51. Then the 
death of Graves resulted in his ap- 
pointment as Dallas branch manager. 


HHFA Publishes Home 
Research Catalog 


Comprising a summary of recent 
and current housing research and 
facilities for conducting such re- 
search throughout the United States, 
“A Survey of Housing Research” 
has been published by the Division 
of Housing Research, Housing and 
Home Finance Agency. The 723- 
page-volume, the first published 
survey of housing research and re- 
search facilities, is available for $3 
a copy from the Government Print- 
ing Office, Superintendent of Docu- 
ments, Washington 25, D. C. 

The survey was made by the 
Building Research Advisory Board 
of the National Academy of Sciences 
under a research contract with the 
HHFA to ascertain what research is 


HARDBOARD TOP FOR SMOOTH SKI TAKE-OFFS 


The unison take-off, at 
right, of a trio of em- 
ployees at Florida Cy- 
press Gardens proves 
the suitability of the 
smooth hardboard 
panels which they in- 
stalled atop their water 
ski jump, and then 
coated with hot wax. 
Sold by the Lakeland 
(Fla.) Lumber Co., the 
panels were installed 
experimentally on the 
jump and approved by 
the American Water 
Ski Association. Holes 
were drilled in the 
panels of 5/16-inch 
tempered hardboard. 
Then the aquatic stars 
bolted the panels 
(right) to the old jump 
base of tongue-and- 
groove lumber. After 
more than 1,000 jumps 
it appeared that the 
new surfacing would 
wear long and well 
under such  punish- 
ment. Photos courtesy 
of the Masonite Corp. 





EVVANIAY\6);10 


Phone 327 


Siding 
Finish 
Ad Dimensions 


KD Pine Flooring 


N. H, L. A. 


LUMBER 


NI @10} 86) :[@) Te) — 


YELLOW POPLAR 
RED CEDAR CLOSET LINING 


CO. 


ALABAMA 





being done in the housing field, 
where it is being conducted, and 
what facilities are available for 
further studies. The fact-gathering 
was carried out primarily by means 
of detailed questionnaires mailed to 
861 organizations. Responses dis- 
closed that some 200 organizations 
were conducting investigations rang- 
ing from experiments in the use of 
plastics to replace metal in domestic 
piping, to analysis of family living 
patterns and housing preferences. 

More than 1,000 projects are 
catalogued as underway or recently 
completed. Of these, 70 per cent deal 
with technical problems; 30 per cent 
are concerned with social science 
and non-technical subjects. 





@ for Asbestos Siding 
@ for Lap or Bevel Siding 
@ for Wood Shingle Siding 


YOUR CUSTOMERS WANT— 
01d Dominion 


They save application time and 

money, to appecrance and 

durability. Kokomo Korners  sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 

wood bevel siding are aluminum, others are zinc, 

some available in colors. Holes provided where c 
_ they are to be nailed. For complete details and Penetrating Seal, Gym Seal, | 
“ free samples write— Terrazzo Seal, Asphalt Tile Seal. | 


» WRITE FOR DETAILS 
BUGHER MANUFACTURING CO. 


211 S. Main St 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ¢ SAFETY 


also manufacturers of: 








PERROW CHEMICAL COz, Hurt, Virginia 


Kokomo, Ind 
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New Magazine on Home 
Improvements Coming 


A new magazine in the home im- 
provement field, named “Home 
Modernizing,” will be published 
twice a year by the publishers of 
“Small Homes Guide.” 

The first edition will appear on 
the news-stands March 1, according 
to Publisher W. Wadsworth Wood, 
of the Birmingham, Ala., lumber 
family. Headquarters for both pub- 
lications are at 82 West Washington 
Street, Chicago 2, Il. 

Both the “Small Homes Guide” 
and “Home Modernizing” will be 
published twice a year — in the 
spring and fall. While the Guide will 
continue to serve the new home 
building market, “Home Moderniz- 
ing” will be edited to reach only 
those families who are in the mood 
to do major improvements on their 
present homes, or who plan to buy 
and remodel older homes. 

According to the publisher, the 
reaction of the manufacturers, ad- 
vertising agencies, and dealers alike 
is that the timing has been in accord 
with the intense present interest in 
home-modernizing subjects. 

Some 25,000,000 families own the 
homes they live in, but more than 
11,000,000 of these homes are 33 
years old—16,000,000 are more than 


23 years old, and 19,000,000 at least 
13 years old. 

The millions of GIs who have pur- 
chased homes of 1,000 square feet 
and under are already in the market 
for additional space, due to the un- 
usually high birth rate recently— 
almost 4,000,000 per year. 

The growing importance of the 
“do-it-yourself” market is of para- 
mount interest to the manufacturers 
of material, equipment, home fur- 
nishings and tools. Plans call for 
nearly one-third of “Home Modern- 
izing” to be devoted to giving a com- 
prehensive “how-to” knowledge for 
the many jobs that owners can do or 
help on in their own homes. 


Florida Shopping Center 


A New York real-estate investor, 
Robert E. Simon, Jr., has announced 
plans to develop a major regiona! 
shopping center in Fort Lauderdale, 
Fla. 

Antioch College Foundation has 
leased Simon about 43 acres of land. 
The site is located on Sunrise Boule- 
vard, which is a through-way to 
public beaches from U. S. Route 
No. 1. 

To be known as the Sunrise Shop- 
ping Center, the five buildings will 
house some of the nation’s outstand- 
ing chains of stores. 


Tree Crop Profitable 
for Arkansas Youth 


The 17-year-old son of a Prescott, 
Arkansas, lumber firm employee 
is building a career and a bank ac- 
count on his ability to manage wood- 
lands wisely. He is Delmer Tyree, 
winner of the 1952 4-H club forestry 
award for the state of Arkansas. 

He first became interested in 
woodland management eight years 
ago when he and a group of class- 
mates planted pine seedlings in a 
school forest sponsored by D. K. 
Bemis of the Ozan Lumber Co. Since 
then the Prescott high school junior 
has earned more than $1,600 in pro- 
fits from 40 acres of timberland he 
has managed on his father’s farm. 
Last year Tyree earned an all-ex- 
pense-paid 4-H trip to Chicago. 

Since 1944 he has planted more 
than 46,000 pine seedlings in open 
fields on his father’s farm. Since 
1950 he has supervised other 4-H 
Club members in setting out 60,000 
seedlings. He has been awarded two 
prizes for his talks and demonstra- 
tions on “How Trees Grow” and 
“How to Increase Farm Income by 
Improved Forestry Practices.” 

He has won 4-H honors also 
for his work with cattle. Trees and 
cattle are profitable companion crops 
on the Tyree farm. 





bite For Literature ond Prices Today! 


IN ALUMINUM & BRASS 


METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 
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PRODUCT PARADE 





DISPLAY PANELING 


Mirapeg, a new perforated paneling 
that holds movable metal holders for 
merchandise, offers the advantages 
of Miratile pre-finished baked-on 
enamel. These panels, which come 
in a full line of plain colors and 
mother-of-pearl colors, are said not 
to fade even in the sun. 

Mirapeg panels come in sizes 4’x4’, 
4'x6’, 4’x7’, and 4’x8’. A complete 
line of fixtures also are now avail- 
able for holding various types of 
merchandise. 

Write for P-13. Use coupon on page 
80. 


PLASTIC SEALANT 


The Dennis No. 8500 plastic sealant 
is a general-purpose sealing com- 
pound for use on refrigerator cabi- 
nets, prefabricated buildings, and 
many other uses — wherever a 
superior glazing, caulking, and 
water-proofing compound is desired. 

This compound is said to be non- 
drying, non-hardening, non-staining, 


and non-contaminating. It is sup- 
plied in bulk and extruded forms. 
Samples free. 

Write for P-10. Use coupon on page 
80. 


GLASS JALOUSIES 


Curv-Tite glass jalousie windows 
have head and sill weatherstripping 
for positive seal. Built within the 
Curv-Tite holders glass compensat- 
ing springs assure jamb dead-lock 
seal. These windows open with 
finger-tip action and are adaptable 
to all types of installation. 

Also made by Metal Arts is a new 
Metalart storm sash of extruded 
aluminum. It features integrally- 
extruded hinges, removable lower 
sash, replaceable glazing through the 
use of vinyl plastic glazing bead, 
vinyl plastic weatherstripping of the 
frame, and adjustable lower sash. 

Write for P-9. Use coupon on page 


LANTERN POST-SIGN 


The Lux-Lite 
redwood lantern 
and post can be 
painted, varnish- 
ed, or left as is. 
A Holm’s  spe- 
cialty, it is said to 
retail for about 
half the price of 
a metal lantern 
and post. 
Over-all height 
is over 7”. The 
lantern and 
chimney are of glass. A bracket sign 
can be added, as shown, to show the 
house number or name of the oc- 
cupants. 
Write for P-11. Use coupon on page 
80. 


CONCRETE REINFORCING 


Dixisteel concrete reinforcing bars 
are being produced again by Atlantic 
Steel. They were made for 25 years 
before defense measures cut out 
their production in 1942. 

They will be made by Atlantic 
Steel’s new Fabricating Division, 
headed by B. W. Bird. This division 
has installed the latest bar-bending 
equipment. 

Write for P-16. Use coupon on page 
80. 


LOWER-PRICED FANS 


Hunter package attic fans are priced 
lower this year to make a cooler 
summer available to more families. 

A new fan costs as much as $30 
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& * revolutionary 
<i. different 
exclusive 


COUNTERBALANCED Inexpensive windows 


make an excellent sell- 

e lower cost ing point when they're 
iakacclitciemacknacia hung with Pullman Sash 
Balances. Weathertight, 

° for better styling noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 

SRSSSR sa mits quick installation (10 
to 15 minutes per window), 
TYPICAL uniform mortise size— 
FALSE HEADER wide scope in window de- 
LAYOUT sign, maximum light area. 
Write today for full specs: 

Pullman Manufacturing 





























LIFETIME GUARANTEE Corp., 325 Hollenbeck St., 


He Bo eo db ane csan be oe Rochester 5, N. Y. 
the building in which they're installed. 


VIVA San ale 





MIRATILE 
Marbleized 
Tileboard 


THE GROWING CHOICE 
OF TODAY'S TILE BUYERS 


Here’s a tileboard pattern that will make real profits for 
you... the new Miratile Marbleized design. Market surveys 
show that consumer tastes are changing, that swirling 
marbleized patterns are meeting ever greater demand. 
BRING CUSTOMERS INTO YOUR STORE .. . feature 
Maratile Marbleized as a traffic builder. It’s new and inter- 
esting. An ideal material for new construction and remodel- 
ing ... supplied at standard low tileboard prices. 

TO HELP YOU SELL... free counter or window display, 
ad mats, color charts and folders supplied with each dealer 
order. Miratile Marbleized is offered only by Miratile, the 
“pee LET Y"—thadet 256 Ceetead Gees italia) shel lx new wade complete tileboard line including all standard patterns and 


in 32 standard sizes from 8’ x 6’ 6” to 16’ x 7’. Here's a top quality moldings. 


easy operating, low priced door that will win trade and hold it for you MIRATILE MARBLEIZED TILEBOARD FEATURES 


“GLIDEOVER’’—Made in a wide range of overhead models and sizes from thr cease @ Realistic true tile joint . . . with unique Mira- 
8’ x 7’ to 24’ x 24’, which enables you to Tritt tile wide-flare score line. 


dential 4 | re- @ Colors in Spring Green, Dove Grey, Sun- 

emt G8 residential and commerce , shine Yellow, Coral and Powder Blue. 
@ Thermalized baked-on plastic finish. 
“AUTOMATIC DOORMAN = The magic Sawhorse Trestles a Resists dirt, moisture and steam. Eas 
: to clean. Won‘t fade, crack, or peel. 





quirements 


push button electric operator for opening Scaffold Brackets oupes: ‘ 
and closing ANY make or type of sectional Roof Brackets rr @ Supplied in standard 4'x4’, 4’x6’, and 


4’x8’ panel sizes. 
overhead garage doors and most makes and omer J Ladder rittrit o pens 
types of one-piece doors secsaip Write for Miratile Marbleized Tileboard samples 
Farm Building 


Hardware and and name of nearest distributor 


r > r in SB-53 Specialties 
Ask for Garage Door Bulletin S date tien MIRATI LE MANUFACTURING Cco., INC. 
Bulletin S86-53 Tileboard Panel Division 
WAGNER MANUFACTURING CO 8201 S. Wallace Chicago 20, Illinois 


ATLANTA BRANCH 
CEDAR FALLS, IOWA, U.S.A. Walton Building Atlanta, Georgia + Allan West, Mgr. 
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Distinctive 

Amerwood pre- 
finished paneling will help 
you capture the untapped 
remodel . . . rebuild .. . 
redecorate market in '53. 
It’s easy to sell because it’s 
easy for your customer — the 
home craftsman — to install 
Amerwood with a minimum 
of trimming and fitting. 
In five distinct “customer- 
accepted” decorator colors: 
umber (natural), gray, green, 
white and red. Ideal for deco- 
rating the interior of any 
home. 
Made of top-grade 4” Yel- 
low Pine, eased (shiplap) 
joint, in 6” and 8” widths, 
available in 4, 6, 8, 10, 12, 14 
and 16-ft. lengths. Packaged 
for your protection . . . for 
customer satisfaction. 


INTERESTED IN ‘53 SALES AND PROFITS? 
FEATURE ‘CUSTOMER-ACCEPTED AMERWOOD 
PRE-FINISHED PANELING FOR CASH RESULTS! 


Clip this handy memo to your 
letterhead and mail today! 


AMERWOOD P. o. Box 391, Ft. Worth, Tex. 


Please send me free samples, dealer’s price 
list, and customer literature. 


Your Name 





| less in the 36” size than a previous 


model, without sacrifice in quality. 
It requires only 18” attic clearance 
and does not need a suction box, 
screws, or belts to hold the fan in 
place. A rubber cushion provides an 
air seal and insulation between the 
fan frame and floor. 

The new model comes in three 
sizes, with CFM air ratings of 5,000, 
7,000, and 10,500. 

Write for P-8. Use coupon on page 
80. 


WOOD WINDOW UNITS 


Moore all-wood combination window 
units with self-storing screen and 
storm sash are said to cost less than 
half the price of average metal 
combinations. 


Made of kiln-dried Ponderosa pine, 
these double-hung windows are 
treated with a toxic preservative to 
resist rot, termites, and moisture. It 
is claimed that a home-owner can 
install his own in a few minutes. 

Write for P-15. Use coupon on page 
80. 


GLASS INSULATION 


Ultrafine is a new thermal and 
acoustical insulation made of light- 
weight, fine glass fibers by Gustin- 
Bacon. 

It will not rot, mold, or decay; 
resists vibration; has no odor; will 
not pick up odors, and is not cor- 
rosive to metals. It comes in rolls, 
either plain or faced with one of 
five vapor barriers. It can be die-cut 
to any shape. 

Write for P-3. Use coupon on page 
80. 


ODORLESS ENAMEL 


The makers of Prim semi-gloss and 
full-gloss odorless interior enamels 
have added to this H. B. Davis line 
a new alkyd flat odorless enamel. 
Prim has been applied in rooms 
without ventilation—and even in a 
room during a meeting of business- 
men — without complaints about 
odor. It is especially helpful for such 
applications as hospitals and schools, 


or in homes whenever rooms can not 
be aired to remove paint odors. 

The finish of this alkyd-base flat 
paint is said to be so hard that it 
resists scratching or marring and it 
can be scrubbed with harsh soaps or 
cleaners without harm. One coat is 
said to be sufficient, even for deep 
tones. 

Write for P-4. Use coupon on page 
80. 


NEW IRON PATTERN 


“Scarlet Oak” is a new pattern in the 
Coffman line of ornamental iron. The 
pattern is offered for valances, 
brackets, posts, and railings. 

The design features a curving oak 
leaf and acorn pattern. It is double- 
faced to give the same decoration 
from both sides. 

Installation of all pieces is ac- 
complished with screws and ma- 
chine bolts. Attachment points are 
factory fitted, drilled, and tapped. 

Write for P-21. Use coupon on page 
80. 


STEEL PLASTER GROUNDS 


Ready-made right- and left-hand 
miters in No. 50 short-flange steel 
plaster grounds made by Casings, 
Inc., facilitate the work of such in- 
stallations. 

This precision die-cutting is avail- 

















RECESSED DOORS 


the Modan way 


DORFLO is a new concept of 
door function and design ...a 
simple, fool-proof, scissor-like 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 


@ No complicated overhead 
tracks 
@ No noisy floor runners to 
clog and jam 
@ Simple installation 
@ Available in: 
@ K-D wall sections 
@ Packaged hardwore 
@ Ready-Unit sections— 
completely assembled 
wall sections including oll 
hardware, finished split 
= jomb with built in steel 
Write for name of \ big 


Nearest distributor 


'EZ-WAY SALES, INC. | 


Box 300-6 St. Paul Park, Minn. 
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able in 7’ and 10’ lengths. This flange 
comes in %”, 4%”, and %” grounds. 

All that is required to provide an 
accurate self-miter is to snip off a 
portion of the back nailing flange 
and overlap it to form a perfect cope. 
The manufacturer also makes other 
styles in steel plaster grounds with 
standard square-cut ends. 

Write for P-24. Use coupon on page 
80. 


ROOFING BITUMENS 


New Ruberoid “special roofing bitu- 
men” was designed to offset a short- 
age of roofing pitch for built-up 
roofs. The makers emphasize that it 
is an alternate for coal tar pitch and 
not a substitute. 

Ruberoid offers a_ specification 
sheet with complete details for ac- 
curate application of this bitumen. 

Write for P-19. Use coupon on page 
80. 


PACKAGED DOOR UNIT 


Con-Dor, “the Contractor’s Door,” is 
a carton-packed door and frame unit, 
with the door hung, lock installed, 
and frame trimmed on both sides. 
Installation time by an_ unskilled 
workman is said to be about 15 
minutes. It is installed with a screw- 





AVAILABLE 
AT ALL 
TIMES 


KILN DRIED 
HARD- 


WwOoD 


Lumber 


Any quantity up to corload lots for 
immediate delivery or pick-up. Wal- 
nut, Cherry, Red and White Oak, 
Mahogany, Northern Birch, White Ash, 
Hard Maple, Butternut, Poplar, Boss 
wood, Prima Vera, Idaho White Pine 


CHESTER B. STEM, INC. 


x 657 Grant Line Road 
ae, New Albany, Ind. 





driver, hammer, and finish nails. 
Shown here is a counter display 

Two jamb sizes are made. Unit AB 
jambs are adjustable for wall thick- 
nesses of from 5” to 5%”; unit AX, 
from 4%” to 45%”. The bottom of all 
doors is sealed to eliminate neces- 
sity of removing the door for paint- 
ing. Con-Dor doors have three full- 
mortise, cadmium-finished Stanley 
hinges and an aluminum Schlage 
lock. 

Each door is hung with \” clear- 
ance on the lock side and top; 1/16 
clearance on the hinge side, and % 
clearance on the bottom. 

Write for P-18. Use coupon on page 
80. 


LOW-COST STEEL HOME 


The Champion model pre-fabricated 
steel house, made by Gunnison 
Homes, Inc., has been reduced in 
price to retail for about $6,500, ex- 
cluding lot. 

The new Champion mode! includes 
automatic oil or gas warm-air furn- 
ace with controlled heat distribu- 
tion to individual rooms; mahogany 
interior doors; steel kitchen wall 
cabinets, sink, and work counters; 
awning-type steel bedroom and bath 
windows, and larger steel casement 
windows. 

All 1953 Gunnison models are 
available with Hotpoint all-electric 
kitchen and laundry facilities. 

Write for P-26. Use coupon on page 
80. 


TEXTURE WALL FINISH 


SatinTex is a new Seidlitz latex rub- 
ber base paint that leaves a texture 
finish on any firm interior surface in 
a glare-free satin sheen. 

SatinTex is said to resurface old 
cracked, marred walls like smooth 
plaster. It fills and hides seams and 
joints while finishing the surface. It 
dries without painty odor within 60 
minutes and becomes hard overnight. 
The latex film cures in 30 days to a 
washable surface said to “lock out” 
dirt and grease. 

Like other Seidlitz MultiTint and 
Satin Tone lines, SatinTex is made 
in a finishing white and tinting 





Which one 
will they want... 


Day after day, customers come in 
for one or more of these hardware 
products. Build your sales around 
the Cortland Brand line. Specify 
Cortland Brand next time you or- 
der from your jobber. 


BRAND 


INSECT WIRE SCREENING 


NAILS & 
srano BRADS 





BRAND 


HARDWARE CLOTH 


WB 


BRAND 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
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Here's a 

clothesline 

pulley with real 

“sales pull”. Its . “ 

deep-grooved design, 

stainless steel axle, and 

Stanley quality construction assure 
years of trouble-free, noiseless service. 


Take the “sag” out of your = 
sales with this popular 

Stanley “pull-tite” line clamp ge 
...@ pull on the end of line ' 
tightens it. Ideal for 
tightening clotheslines, 
tennis and volley 

ball nets, or 

tent lines using 

No. 8 or 10 

cord. 


J STNIEY 
‘Clothesline Hardware 


Stock these fast-moving wash-day 
favorites. Remember, customers 
know and buy Stanley quality. 


The Stanley Works, New Britain, Conn. 


_L STANLEY | 


Reg. U.S. Pat. Off: 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 























white, with tinting units to make a 
wide range of colors. 

Write for P-23. Use coupon on page 
80. 


MANUAL PAINT MIXER 


A new hand-operated paint mixer 
by Marien, the Prop Professional fits 
standard five-gallon containers. 

Clamps hold the mixer securely 
to the paint can bead. Its broad, 
well-pitched blades scrape the bot- 
tom and extend across the full di- 
ameter. They can be raised the full 
height of the pail. 

Leverage is obtained through the 
steel handle and shaft, salvaging old, 
settled paint that might otherwise be 
discarded. All surfaces coming in 
contact with paint are smooth for 
easy cleaning. 

Write for P-12. Use coupon on page 
80. 


WARM, COOL CEILINGS 


The Burgess-Manning radiant ceil- 
ing heats in winter; cools in summer 
—and offers acoustical insulation. 

Covering the entire ceiling, alu- 
minum surface panels heat or cool 
rapidly to keep an even room tem- 
perature. This radiant heating system 
is designed to heat or cool objects in 
a room, which determine the com- 
fort of the occupants more than the 
temperature of the air. 

Simplified controls consist of a 
three-way mixing valve and modu- 
lating thermostat. Hot or cold water 
flows through a pipe grid attached 
to the perforated ceiling panels. An 
acousti-thermal blanket covers the 
grid. 

Write for P-5. Use coupon on page 
80. 


DRAFTLESS VENTILATOR 


Window-Vent is a new Lando-made 
draftless window ventilator of the 
venetian-blind type. Made of alu- 
minum, it comes 8%” high in two 





sizes that adjust from 20” to 37”, and 
26” to 49”. 

A plastic enamel coating makes 
the entire unit weather-proof and 
durable. If the Window-Vent is 
placed outside, the window can be 
closed without removing the venti- 
lator. 

Write for P-7. Use coupon on page 
80. 


NEW TENSION SCREEN 


The Burns Scotsman, a new alumi- 
num tension screen, is said to be 
simple to install, and to assure per- 
manent, snug fit. Adjustable brackets 
on the side blind-stop prevent sag- 
ging. New type top brackets permit 
loosening for window washing with- 
out taking the screen out of the 
brackets. 

Other selling points are the light- 
ness of weight and ease of storage. 
Burns Scotsman screens do not need 
paint and will not rust, stain, or rot. 

President Sam Burns has appoint- 
ed the following manufacturers’ rep- 
resentatives to sell these tension 
screens to wholesalers and to mill- 
work manufacturers: George F. Cur- 
rie, Atlanta, Ga.; R. P. Bowers, Jr., 
Richmond, Va., and the S. and S. 
Sales Co., Dallas, Texas. 

Write for P-27. Use coupon on page 
80. 


CAULKING METHOD 


Caulking is quick and neat with 
Tub-Caulk, a caulking compound 
that comes in a tube and is squeezed 
out like toothpaste along the area 
to be sealed. It is made by Miracle 
Adhesives—for white finish. 

Tub-Caulk is said to dry in an 
hour, leaving a tough, waterproof 
and greaseproof bond that will not 
shrink or crumble. 

Write for P-25. Use coupon on page 
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It’s beautiful! 
It’s flexible! 
It’s easy to install! 


Dec-ore’s beautiful lustrous high temperature 
baked enamel finish is as smooth and durable as 
that on the finest refrigerator or appliance. 
Available in many colors and sizes up to 4 feet 
by 8 feet, with a variety of patterns. Decorite 
aluminum mouldings in all patterns and sizes also 
available. Write for low prices and dealership 
information today. 


Incorporated 
2116 Peachtree Rd. 2915 San Jacinto St. 


Atlanta, Ga. Dallas, Texas 














USE YOUR ATTIC 
FOR EXTRA ROOM 


DEALERS 


Increase 
Your 
Stairway 
SALES 
spec wr. 65 0S i and 
"cir LSD PRoFITs 


Completely me- 

chanical—no lifting. 
SRigid! Safe! Wide 

stringers — Wide 

treads. 2-Panel ply- 

wood door — Perfectly balanced. 

SELLS FASTER 
WRITE FOR COMPLETE DEALER INFORMATION. 


FOLDAWAY STAIRWAY COMPANY, INC. 


tees 

——- 
! 
' 

















This strong, tough, straight-grained soft- 

wood is a first choice for any lumber use 
where unusual strength, stiffness, load-bearing 
capacity and nail-holding power are important. 
Popular, too, for paneling and interior trim and 
cabinetwork. 


One of ten fine softwoods from member mills 
of the Western Pine Association. All are manu- 
factured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 
illustrated book about 


WESTERN Douglas Fir. 


PIN H Address: 
ge | as j Western Pine Association, 


Yeon Building, 
Portland 4, Oregon. 


813 SEABOARD STREET PORTSMOUTH, VA. Wf 
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YOU'RE LOOKING ATA 


Central Cooling 
em 


Up ‘til TOW it’s been called an attic fan, and believe it 
or A some folks still think that all it does is cool the 
attic. Here’s a system that cools the entire home, quietly, 
powerfully and inexpensively. 





ma ES el eS 





WITH s Reed werveooy IN THE 


HOUSE ENJOYS 


COOL COMFORT 


Windows and doors remain open, 
and everyone, in their own living 
quarters enjoys the cooling, ven- 
tilating action of a Reed. No 
closed off rooms — no sudden 
temperature drops from one part 
of the house to another. 


RP 





= SS 











‘Cuiiaa & Builders 


in particular like Reeds, because of their 
ease and simplicity of installation. They 
like them too, because of the satisfac- 
tion and comfort they bring to the home 
owner—their customers. 


Write Today for Details 
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A New Principle 
Eliminates 
Weatherstrip Drag 
Makes Windows Easy 
to Raise 
— Plus — 
REMOV-A-MATIC 
SASH 
Which Can Be Easily 
Removed and Replaced 


Patented and 
patents pending. 








Write for descriptive folder 
with full information. 


SEE YOUR LUMBER DEALER 


HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N. C. @ Dallas, Texas @ Knoxville, Tenn. @ Miami, Fla. @ 

Columbus, Ohio @ Jacksonville, Fla. @ Louisville, Ky. @ Roanoke, Va. 

@ Birmingham Sash & Door Co., Birmingham, Ala. @ Memphis Sash & 
Door Co., Memphis, Tenn. 





IMMEDIATE 
DELIVERY! 


Stock and Sell 


mem BESSLER 
SP) DISAPPEARING 
STAIRWAYS 


- The ORIGINAL disap- 
pearing stairway—made 
for over 40 years. 

A REAL stairway. 
Seven well-engineered 
models—for every need. 
Safety-designed in every 
detail for protection. 
Suitable for the finest 
homes—old and new. 
Operates from above and 


elow. 
Full width treads. 

ALL steps equal height. 
Treads and stringers are 
made of Sitka Spruce. 
Full door width. 

~~ length SAFE hand 
ra 


Accurate architectural 
design assures easy and 
SAFE ascending and de- 
scending. 

. All metal parts are made 
of strong, SAFE pressed 


2 oo m= EL 


_ 
ev =S San 


steel. 

. Repairs always available 
on quick notice. 

. Doors made of White 
Pine and Fir in two- 
panel and flush types; 
hardwood doors in flush 
type only. 

16. Tailor-made 
for all heights. 

- Hundreds of 
thousands in 


New Catalog! 


Illustrates and describes com- 
plete line of seven Bessler 
Disappearing Stairway Mod- 
els to meet all your needs. 
This new catalog should be constant daily 
in your files for ready ref- use. 

erence—write for your copy . Immediate de- 


- very. 
now! . Meets all build- 


Bessler Disappearing Stairway Co., 1900 £. Market St, Akron 5, 0. 














Majestic 
UNDERGROUND 


Takes the eye of every 
home owner—because it 
ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it’s 
eV Vole hm colelereyolaa-tece mite 
prevents foul odors, keeps 
out pesky insects and 
pets. Top and outer shell 
guaranteed 10 years. 
User recommended for 
33 years. A real money- 
saver—inside garbage 
can lasts 3 to 4 times 
longer than ordinary 
garbage can. Ideal 
for storage of cans, 
bottles, etc. Many 
sizes. Write today. 


The Majestic Co.,100-D Erie St., Huntington, Ind. 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


Zé he 
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Nationally Known and Advertised for Over 40 Years! 





ER NOW 


IMMEDIATE SHIPMENT 


FIREPLACE 
DAMPERS 


Built right— priced right. 

All sizes 24" to 68". Rotary 

poker or chain control. Crated to assure safe 

shipment, storage and ultimate delivery to your customer. 


The nation's 

best Stee! Damper — best 

design—most rigid construction sizes 30-42" 

. . « lowcost. All dampers finished in red oxide. 


Write for free catalog also containing details on “How to plan 
a successful fire place.” 


Smart dealers are selling distinctive Peerless Fireplace Fixtures 
. add them to your display ... boost sales and profits. 


Write for complete catalog and prices today. 


PEERLESS MANUFACTURING CORP, LOUISVILLE 10, KY. 
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WHILE YOU HUNT RABBITS? 


7) Is it possible your present window business is 
"small game” compared to the sales you can set 
i Va your sights for with 


/ 
THE WINDOW WOMEN WANT MOST? 


Auto-Lok is the window your builders need, too, because: 
Auto-Lok alone may change “FOR SALE” to “SOLD” 


woodD WINDOWS 





Today's unprecedented demand for ‘‘awning- 
type” windows is being felt by builders and 
dealers everywhere. And AUTO-LOK is the leader 
in the field. Never before has any window had so 
much influence over the quick sale of homes. Never 
before has any window offered owners so many 
good features, with none of the disadvantages 
they've put up with in the past. 


AUTO-LOK WINDOWS reduce inventory prob- 
lems because they're quickly available direct 
from a jobber in your territory ...in the widest 
possible variety of sizes and combinations. They're 
delivered to you completely assembled ... easy 
to handle, easy to store. 








In hunting or business you can't afford to ignore 
big game. Put an AUTO-LOK demonstrator on 
your sales floor—now. You'll quickly see why 

TIGHTEST CLOSING WINDOWS EVER MADE! AUTO-LOK SELLS ON SIGHT. 


For name of your jobber and complete L RK ¢ 
information, write 


Box 4541, Dept. SB2 , Miami, Florida 


UDMAN LEADS THE worRtuUoD IN WINDOW ENGINEERING 
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Beginning in April the greatest story in screencloth 
history will be told through dealer-listing ads like this. 


Appearing in local papers in every section of the 
country they will reach your customers... 

tell em to buy Lumite* screening in your store. 

Start now to push, promote and above all talk up Lumite 
screening for bigger Spring business. Ask your jobbers 
how you can get your name listed at no extra charge. 
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